BOOT SHOE 
RECORDER 


with which is combined The Shoe Retailer 


Copyright by the Boot and Shoe Recorder Publishing Co. 


VOLUME 106 NOVEMBER 3, 1934 


In This Issue 


Voice of the Trade , The Week's Comment, Told in Brief 
Short Back Lasts Welcomed Ideas of Murray French Endorsed 
The Trial of Galoshes How Russia Attacks Sub-Standard Goods. . 
Signposts of Progress By Harry R. Terhune 
News of the Holiday Hosiery By Ruth Harrington..»................. 
The Editor's Outlook By Arthur D. Anderson 
Make Them Look at Your Shoes Individualized Window Displays Help 
Well Designed Seattle Store Modern Decorations as Aid to Selling 
N.S.R.A. News Bulletin Activities of the National Association 

Daily Sales Hints for November 


Doings in the World of Footwear... . .. 


EVERIT B. TERHUNE, President ’ 
WILLIAM M. LEBRECHT, Vice-President ARTHUR D. ANDERSON, Editor 
and Treasurer RAYMOND L. FITZGERALD, Managing Editor 
Vice-Presidents P 
H. WALTER SCOTT OWEN A. THOMAS, Associate Editor 
HARRY R. TERHUNE, FIELD EDITOR 
WRENCE F. DU 
ARTHUR D. ANDERSON, Secretary RUTH HARRINGTON, Fashion Editor 
Directors JOHN J. REILLY, Art Editor 


in addition to above-named officers "JOHN S. MEKEEL, Feature Editor 
HUGH M. BOWEN, SAMUEL G. KRIVIT 


Published by 
BOOT AND SHOE RECORDER PUBLISHING CO. 
239 West 39th Street, New York City 


| 
ee NUMBER 9 

14 

16 

18 

20 

22 

24 

26 

28 

34 


BOOT AND 


“Ud 


SHOE RECORDER, November 3, 


1934 


AS THE BEST THING FOR SHOES 


--- AND THE 
BEST THING FOR 
YOUR BUSINESS! 


You know enough about shoes to 
know you can’t get anywhere with 
leather-substitutes. 

In its half-century of experience, 
Douglas has never seen anything as 
good as shoe-leather for shoes. 
That’s why Douglas sticks to the 
ALL-LEATHER standard — including 
full-grain calfskin and solid-leather 
counters! When you put a pair of 


Douglas Shoes on a customer’s feet, 
you know you’ve treated him hon- 
estly ... given him satisfaction... 
and laid the foundation for more 
business and profits from him! 
Douglas’s ALL-LEATHER standard 
is an old ideal. But, nevertheless, 
it plays a big part in the New 
Douglas Deal. If your business isn’t 
going ahead the way it should, you 
probably need what Douglas is pre- 
scribing and supplying to hundreds 
of successful dealers . . . correct, 
authentic styles . . . national adver- 
tising for 50 years . . . unparalleled 
consumer recognition . . . liberal 


mark-ups . . . a protected territory 
... complete range of “in stock” 
styles . . . and a price-range with 
some sense to it. Mail the coupon 
today. It will bring you full infor- 
mation about the profit-making 
possibilities in the new Douglas 
set-up. 


W. L. Douglas Retail Prices 
for Fall, 1934 

Men’s Shoes............ $3.50, $4.50, $5.50 

Lady Douglas Shoez.......... $3.50, $4.85 

Men’s Normal-Treds.............. start at $7 


Lady Douglas Normal-Tred......... $6.50 
(with patented, scientific, corrective features) 


DOUGLAS SHOES 


AMERICA’S FAMOUS SHOE-VALUE 


The famous price-stamp on 
the soles of W. L. Douglas 
Shoes is a strong selling- 
point. It guarantees hon- 
est value to your customers 
and guarantees your 
full margin of profit. City 


W. L. DOUGLAS SHOE CO., Brockton, Mass. 
Gentlemen: [7] Please have your representative call and tell me about 
the new Douglas Line and Policy. 
(C0 Please send me a catalog of the New Douglas Styles for 
Fall and Winter, 1934-35. 


Street 


Name 


State __ 


When writing advertisers please mention Boot and Shoe Recorder 
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Poa patent is more and more 
being used as an aid to the 
protection and promotion of so- 
called original shoe design. What 
is originality of design? A famous 
test case is that of Seymour Troy & 
Co. versus Sears-Roebuck & Com- 
pany, Inc. Weigh the validity of de- 
sign patent against the decision of 
District Judge Knox, given on Jan. 
4, 1932, as follows: 


“Knox, District Judge (orally )— 
Both sides having rested, I will dis- 
miss the bill upon the ground that 
the alleged infringing shoe does not 
in fact infringe the design patent 
issued to Troy No. 83,883, and at 
the request of the plaintiff that I 
pass upon the validity of the patent, 
I hold the patent to be invalid upon 
the ground that the design lacks 
patentable novelty. 

“It seems to me that with the 
wealth of prior art that is here in- 
troduced in the case and showing 
almost every conceivable design of 
women’s shoes, it does not consti- 
tute invention to give to the quarter 
of a shoe the degree of curvature 
that is here present, because that 
degree of curvature, together with 
the depth of the reach of the curve, 


O1C 6 or tHe rade 


is approximated by several ex- 
amples of the conceded prior art. 

“Likewise, I am of opinion that 
it is within the capacity of any com- 
petent shoe designer to do all that 
was done in the way of designing 
something new in patent No. 83,883. 
It is the law, as I understand it, that 
a design patent, if it is to be held 
valid, must have about it something 
of genius of invention, and from 
my consideration of this design and 
the prior art, such genius has not 
been exhibited in this patent.” 

The important thing in the entire 
scheme of designed patent is the 
interpretation of these ten words: 
“Must have about it something of 
the genius of invention.” 

* * * 


ILLIAM R. AHERN, associate 


editor of the Coast Shoe Re- 
porter, son of the publisher and 


grandson of the famous founder, 
made his first trip East with the St. 
Mary’s football team which played 
Fordham at the Polo Grounds in 
New York City. Young Bill, the 
biggest of the Bills in size, came on 
the special train—team, coach, root- 


ers and fans, numbering 167. Bill 


HOE 


November 3, 1934 


was a combination rooter and press 
man. 

While in New York he made as 
many visits as possible within the 
short space of time, to members of 
the shoe and leather trade. His first 
speech to the trade was made on the 
occasion of the meeting of the 
N. S. R. A. 1935 Convention Com- 
mittee at the Hotel New Yorker and 
he scored a friendly touchdown in 
the few minutes of play. Be it also 
known that St. Mary’s won the 
game against Fordham, the score 
being 14-9, 

So the victory party started back 
the next day, triumphant. 


REDERICK H. TIMSON, who 

represents a long string of manu- 
facturers in the Southeastern States, 
with associated representatives 
through his territory, says: 

“NRA came to the help of many 
workers in the industry — labor 
unions held the ‘gun’ to the heads 
of the industry and got their helps 
—but what has happened to the 
‘Traveling Salesman?’ 

“He has been left ‘high and dry’ 
by those whom he had long con- 
sidered his friends, the manufac- 


turer. Cast out into the economic 
world without a rudder or a sail 
on his ship, he has been left to 
shift wherever the winds blow him. 

“Ninety-five per cent of the com- 
mission salesmen of the country 
have been forced out of their voca- 
tion, and in many cases, these fine 
gentlemen of courage and honor 
and talent, are floundering in a 
morass, wondering what is the rea- 
son of such unfairness. 

“Truly, they are ‘The Forgotten 
Man’ of industry.” 

* * * 

B. WRIGHT, president 

of Orthopedic Shoes, Inc., gave 
a party to O. S. I. dealers, their as- 
sociates and friends at the Stanley 
Theater, on Oct. 25, for a prevue of 
a motion picture film that has been 
two months in the making and 
which is calculated to reveal to the 
merchant and the public the service 
features of Ground Gripper, Canti- 
lever, Physical Culture and Kahler 
shoes. 

The presentation of the movie 


took about fifty-five minutes and . 


then the party adjourned to Steu- 
ben’s Tavern for a general talk-fest 
—nothing formal, no speeches, just 
a grand get-together in midnight 
celebration of a new feature in pub- 
lic shoe service. 


* * * 
ICHARD L. PRATHER—tetired 
but still a shoe man—vwrites: 
“Do you know a shoe man who 
still remembers 1917-18? Ask him 


if he remembers the World War and 
and how the War Industries Board 
attempted to regiment the shoe busi- 
ness. How shoe men had to fight 
against standardization. How the 
Congress flayed business men for 
trying to get a profit. How they 
stood up and denounced the shoe 
trade as profiteers. How one of 
their leaders said that $3 was plenty 
for a pair of shoes and $1 enough 
for a shirt. 

“Go back with him to that ‘glom- 
eration’ of pin heads that squan- 
dered millions in experimentation; 


wooden ships; concrete ships; air- 
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THUNDER 
SEAS 


—Thousands of Americans who have been 
living abroad—emigres the French call 
them—are now returning to America, 
the land of their birth and the source 
of their wealth. 

—The reason is simple; are beginning 
to realize that, sick as the whole world 
is, America is still the best and safest 
country to live in. 

—They have also learned, to their cost, 
that the American dollar now buys heaps 
more here than it does over there. 

—In Paris, conditions are very bad; we 
weg how the poor folk manage to 


—Skinny chickens cost 25 francs the piece, 
beef 16 francs the pound, mutton 14 
francs; these are prices not in a shop, 
but in the public markets. 

—Many of the best hotels are closed up. 
Visitors are conspicuous for their ab- 
sence. The people are unhappy and in 

- an ugly mood. 

—We're having problems here, plenty of 
them; but America is still a pretty good 
and safe place to play marbles in. 


President. 


planes that never flew; big guns that 
never fired; two sets of harness and 
an individual branding iron for each 
horse and mule in the army; ward 
heelers, bums, bartenders, on the 
payrolls as skilled mechanics— 
‘Hell, I could go on forever with 
this list. History repeats itself.’ ” 
* * * 
~ OW much upper leather in the 
average pair of shoes? The 
_ general answer is this: 

One foot of leather to a pair of 
barefoot sandals. 

Two feet of leather to a pair of 
high cut oxfords for Fall. 

Three feet of leather to a pair of 
boots, when made. 

Ordinarily, makers figure on get- 
ting the uppers of a 36 pair case of 
shoes out of 50 feet of leather. 
That’s rough figuring. Fine figur- 
ing computes down to the 1/100 
inch per pair. 

The larger the sizes, the more 
leather required. It takes five feet 
more upper stock to get out a case 
of large sizes than a case of small 
sizes. 


N IGHT owl shoe stores are being 
investigated by code authori- 
ties in all parts of the country for 
evasions in the number of work 
hours. Some cities are drafting 
ordinances to prohibit the sale of 
shoes after 7 P.M. daily and 10 P.M. 
on Saturday, in the downtown dis- 
tricts. Some states have Sunday 
ordinances and impose a fine for 
Sabbath violation. 

Tightening up of the hour laws is 
being urged everywhere. 


ACE powder for shoes—believe 

it or not. When shoes are tinted 
and dyed with liquid, the color ef- 
fect may be uneven in spots—par- 
ticularly where rubber cement, acid 
or sole cement spots and stains the 
upper. The thing to do then is to 
get tinting powder. Rub it into the 
streaky and unevenly tinted spots 
and it is possible to make the whole 
shoe true to the shade. 

E. B. Johnson of the Cosmole 
Chemical Company of Cleveland, 
was perhaps the first to think up 
the idea of white and colored tint- 
ing powders to remove the face 
blemishes from satin, crepe, linen, 


ete. 


OL. PHILIP A. RITTER of 
Dallas, Tex., celebrated his 
fiftieth year on the road for the 


DEFINITELY BETTER. 


Selby Shoe Company of Ports- 
mouth, Ohio, on Oct. 23. He was 
feted by his colleagues at a dinner 
at the Hotel Hurth in Portsmouth. 

It was made the highlight of the 
annual Selby sales conference, for 
in all probability Col. Ritter holds 
the record for continuous service 
to one house, on the road. Tributes 
to his service were made by Roger 
A. Selby, president, H. K. Ferguson, 
director and N. B. Griffin, general 
manager. 

On the broad business outlook, 
Mr. Selby reported: “If our busi- 
ness may be taken as a barometer, 
recovery is definitely beginning to 

_ make itself felt.” 

Some twenty active salesmen, all 

the company officers and a number 


omg 
* * * 
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of Selby distributors participated in 
the celebration. Col. Ritter made 
the occasion an opportunity for 
formal announcement of his re- 
tirement from active service, at the 


age of seventy-five, for he figured — 


that fifty years on the road was in- 
deed a record that should be cli- 
maxed by pleasant enjoyment of 
leisure from now on. 

* * * 


7 challenge of the air. Inas- 
much as New England has been 
heard from as being air-minded, 
now comes official challenge from 
G. W. Noland, sales manager of the 
Richland Division of the General 
Shoe Corporation of Nashville, 
Tenn. Mr. Noland says in soft 


“The South challenges the East 
in flying time. The modern sales 
manager, if he wants to get altitude 
in his sales curves, must beat the 
clock to the customer.” 

Be it known generally that Mr. 
Noland is a private pilot and uses 
his own plane on business trips all 
over the country. For example, he 
visits merchants in Minneapolis in 
the morning and spends the after- 
noon in Chicago; and is back again 
in Nashville in the evening. 

Now we want to hear from others 


of the shoe air circus. 
* * * 


ay T. FLYNN is making a 
diagnosis of the five years of 
depression, since October 24, 1929. 
This diagnosis is appearing in the 
Scripps-Howard papers. Here are 
the simple economic facts as he 
pictures them: 

“Every time we make a pair of 
shoes to sell for $5 we must make 
somewhere $5 of purchasing power 
to buy them. We know how shoes 
are made. But how do we make 
purchasing power? We make pur-, 
chasing power while we are mak- 
ing shoes. Your money income 
comes from your work or invest- 
ments used in producing goods. 
The trouble is that we do not make 
enough purchasing power to buy 
the goods that we produce. If some- 
thing else did not intervene we 
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would be in perpetual depression. 
What is it that comes to our rescue? 
It is credit. 

“We didn’t make enough pur- 
chasing power in 1925 to pay for 
what we manufactured that year. 
But we could buy a lot of things in 
1925 and promise to pay for them 
in 1926 or 1927 or 1937 or 1997. 
We borrow from the future to buy 
in the present. We keep borrow- 
ing each year until finally we have 
piled up such a mass of debt that 
we can borrow no more. 

“If I earn $2000 a year and can 
borrow another $2,000, I can spend 
$4,000. I can spend $4,000 each 
year as long as I can borrow. But 
the day comes when my creditor 
won’t lend me any more. Then I 
cannot spend $4,000. I cannot even 
spend $2,000. For now I have to 
pay interest on all I borrowed and 
must pay back some of the prin- 
cipal. And hence the people to 
whom I paid that $4,000 each year 
no longer get it, and can no longer 
employ people to make goods for 
me. Now if there are enough people 
like me you can see easily enough 
that the effect, when the borrowing 
ceases, will be very serious. 

“The next point to remember is 
that the borrowing that does the 
trick for us and produces prosperity 
is long-term borrowing. Short-term 
borrowing to be repaid in a few 
months is practically the same as 
cash. It is long-term borrowing 


which we do not have to repay for 


several years which counts.” 
* * * 


UNHAM BROTHERS COM- 

PANY of Brattleboro, Vt., one 
of the oldest wholesaling organiza- 
tions, proves that it is also one of 
the youngest in energetic salesman- 
ship for on Nov. 1, forty salesmen 
started to cover the trade between 
Florida and Maine. 

The wholesale house in Brattle- 
boro, Vt., is good proof of the fact 
that it isn’t the size of the town that 
counts but the capacity of its peo- 
ple to think in terms of a market 
that stretches the length of the 
country, even though they do con- 
centrate on New England and 
greater New York. 


* * * 


AX endless chain of publicity is 
being developed through name 
plates consisting of two words, 
“Douglas Shoes,” approximately 
seven by two inches, in black let- 
ters on a gold background, which 
can be applied or transferred to the 
windshield or rear window of 
automobiles. 

Thousands of these novel trans- 
fers are now being distributed 
throughout the country and Doug- 
las retailers everywhere are passing 
them to their employees and friends 
to help “carry-on” the advertising 
message of the first shoe manufac- 
turer in this country to advertise 
the familiar trade name. 


“Have you something that will reflect discretion, exude coyness; and with just a touch of 
chic—for say $2.98?" 
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lr one may judge from the letters received, the shoe 
trade overwhelmingly endorses Murray C. French’s 
contention that there is a crying need for short-back 
lasts in women’s shoes to fit properly the longer and 
narrower feet. 

The Boot anp SHOE REcorRDER brought this matter 
to a head in the issue of Aug. 11, where the following 
points were raised: 


1. Our most frequent complaints are on (a) shoes 
too loose in the heel and (b) shoes too short in the 
toe. 

2. There are few complaints in smaller sizes and 
wider widths, but many in the long, narrow sizes. 
The ball-to-heel measure in long, narrow feet is 
proportionately less than in short, wide feet. 

3. In most cases shoes sold too short would have 
been fitted longer but for the fact the longer sizes 
were too loose in the heel. Salesman and customer 
alike are faced with the dilemma of choosing be- 
tween a short-in-the-toe or a loose-in-the-heel fit. 

4. Both troubles will be eliminated with short- 
back lasts, wherein more length in the toe will be 
combined with less length in the heel. This change 
is being urged mainly on the longer and narrower 
sizs. 


Modesty prevents us from quoting the many retailers 
who approve the whole idea enthusiastically. Several 
manufacturers wrote they have been “working in that 
direction” with marked success. Comment on those 
letters is unnecessary. 

On the other hand, several mild objections are raised. 
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Lasts 


Photos by ADRIAN 


One retailer writes, “Every fitter who uses a ball-to-heel 
and toe-to-heel measure knows that 85 per cent of the 
feet measure one-half to two sizes longer from ball-to- 
heel than from toe-to-heel.” Consequently, says he, 
shorter back parts are a move in the wrong direction. 

But shoes are made not to fit measuring devices, but 
to fit feet. If the devices do not give the correct answer 
let them be changed. This same retailer advocates that, 
in order to hold the foot back, shanks should be built 
an inch higher on the inside than on the outside. But 
we all know any extreme up-lift of the inner arch al- 
ways tends to keep the heel from settling down squarely 
and comfortably into the heel seat. Thus it promotes 
loose heels, the very trouble we are trying to conquer. 

Another retailer argues that shorter back parts will 
push the ball of the foot forward, leaving a trouble- 
some vacancy at the end of the shank where the ball 
should properly be. 

The objection has already been answered in Murray 
C. French’s original article, which stated: “In a few 
cases shortening the back part of the last would push 
the foot forward and necessitate a longer size. But in 
most cases shortening the back would merely bring 
the counter forward so it would really contact the heel 
with proper firmness. The actual position of the foot 
in the shoe would not be changed one particle.” 

Several letters take Mr. French to task for saying, 
“I am talking about shoes for the ‘ordinary feet,’ which 
make up probably 85 per cent of our trade. . . .” 
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The writers mournfully insist it’s the other way 
round, that 85 per cent of women’s. feet are abnormal 
and only 15 per cent normal. 

Mr. French still stands by his original statement. 
Indeed it must be a fact that the great majority of feet 
are built very close to normal lines. If that were not 
true then shoes would be strictly a custom-made-to- 
order proposition. The retail shoe business is doomed 
unless we can carry on our shelves “ready-made” shoes 
to fit 85 per cent of the population. 

And that is really the point of this whole discussion. 
It is common knowledge that the number of long, nar- 
row feet has been increasing steadily in recent years. 
We have had trouble fitting these feet, trouble with 
short-in-the-toe and loose-in-the-heel shoes. 

So we have been telling all these customers they 
possess such “abnormal” feet that they are unreason- 
able to expect good-fitting shoes such as we turn out 
on 6B feet. We have been sincere in blaming our 
troubles on “abnormal” feet. Our pride would not let 
us blame our own shoes! (Remember, Mr. French is 
speaking only of long, narrow sizes.) 

Let’s admit the truth. These long, narrow feet are 
regular, or normal, enough. The fault is with our 
shoes; they are too long in the back. 


Welcomed by Majority 


1934 


aukee, Wis. 


pel bone centers with 
Shoe. This indicates 


| The length of the 
roportion for proper 


shoe relative to the 


e with hinge of foot 
ect at the throat of 


fitting. As the heel 


onstructed so as to 


follow around the round part of the 
heel, the shoe is anchored to the foot 
at this point. 

Point 6—In walking position, snug fitting at the 
ankle band. 

Point 7—Proper proportion from ball to toe. 
The points synchronize in both photo- 
graphs. 

The remedy lies in short-back lasts. As one retailer 
puts it, “We need shoes with size 8 toes and size 7 
heels.” He’s right! 

To date no valid objection has been raised to the 
short-back last idea. Even as these words are being 
written there comes a wire from a leading last manu- 
facturer: “We believe we have worked out satisfactory 
short-back last. Going ahead with trials.” 

The president of one of the country’s largest shoe 
factories sends a notation to all his specialty heads, 
asking them to read the article on short-back lasts, then 
report back on it to him. “There seems to be a lot in 
this challenge put out by Mr. French,” he tells them. 

So from all branches of the shoe trade we are get- 
ting constructive action that is going to result in the 
production of better-fitting shoes. 

Here are typical answers from the many received. 

[TURN TO PAGE 32, PLEASE] 


| Proper Shoe Fit 
Proper 
of the shoo 
ome) 


THE 
TRIAL 
OF 


(Galoshes to You) 


A Radio Continuity from The 
March of Time Used by Express 
Permission of Time Magazine. 
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Moscow, U.S.S.R. 


"This week in Moscow's Palace of Trade Unions 
the Soviet Government holds its first "technical 
trial," its newest device in its drive to better 
the quality of Soviet-manufactured articles. The 
criminal on trial today—one pair of faulty rubber 
galoshes, made by the Red Hero factory of 
Moscow—is a symbol of all bad Soviet galoshes. 
Spectators jam the courtroom as witness after | 
witness testifies against the symbolic criminal." 


PROSECUTOR: “Comrade Radeff!” 

RADEFF: “I put on my new pair of galoshes right 
there in the cooperative store and walked out. Be- 
fore I had crossed the square, the fasteners had 
ripped entirely off.” . 

PROSECUTOR: “Thank you, that is all. Next wit- 
ness, Comrade Smedykov.” 


PROSECUTOR: 


"Stand up, Comrade Smedykov, and display your feet to the judges.” 
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ANNA: “Right here.” 


PROSECUTOR: “Stand up, Comrade, and display 
your feet to the judges. You see, gentlemen?” 


ANNA: “This is just the way my galoshes came from 
the cooperative. They’re both for the same foot. 
Two rights.” 


PROSECUTOR: “Next witness, Vladimir Stasky.” 
VLADIMIR (A CHILD): “Here I an, sir.” 


PROSECUTOR: “Now, my boy, tell the jurors about 
your galoshes.” 


VLADIMIR: “I got this new pair for my tenth birth- 
day. And right away they cracked all over like this 
—see? The snow came in those holes, and they are 
the only galoshes I can have until my next birthday.” 


PROSECUTOR: “Didn’t your little brother get a new 
pair of galoshes too?” 


VLADIMIR: “Yes, sir. And his toes popped right 
through the second time he wore them.” ° 


PROSECUTOR: “I offer as further evidence, gentle- 
men, the cracked galoshes of Vladimir Stasky, and 
the toeless galoshes of his little brother. The witness 
is yours, attorney for the defense.” 


First “technical trial’—Criminal 
Court in Moscow Tries a Pair of 
Galoshes, Finds Them “Sub-stand- 
ard” and Sentences Makers 


DEFENSE ATTORNEY: “Now, my boy, try to re- 
member. Are you sure you didn’t dry your new 
galoshes on top of the stove?” 


VLADIMIR: “Oh, no, sir! They would have melted.” 


DEFENSE ATTORNEY: “Well, then, about your 
brother’s galoshes—didn’t your mother get them so 
small that the toes of his shoes pushed through?” 


VLADIMIR: “Oh, no, sir. My mother always gets our 
galoshes large so we'll grow into them.” 


DEFENSE ATTORNEY: “I see. That’s all, your 


Honor.” 


PROSECUTOR: “That concludes my list of witnesses, 
your Honor. You have heard from technical experts 
and just average consumers. We demand judgment 
against this pair of Red Hero galoshes in the pris- 
oner’s dock, as representing all faulty galoshes in 
the Soviet.” 


DEFENSE ATTORNEY: “Your Honor!” 
JUDGE: “Attorney for the defense!” 


DEFENSE ATTORNEY: “My defendant, this pair of 
galoshes, pleads not guilty to the charge. We sub- 
mit the fabrics, the metal, the rubber, the machinery, 
with which we have been forced to work, are at 
fault—not the galoshes. Red Hero galoshes—ad- 
mittedly inferior—are the best possible grade under 
the circumstances.” 


JUDGE: “I find the prisoner galoshes guilty as 
charged. I order them and all such delinquent 
galoshes banished from the Soviet. I charge the 
Red Hero Galosh factory and all Soviet galosh fac- 
tories to make no more such criminally faulty 
galoshes.” 


Curtain 


"Thus in its first technical trial, the Soviet dra- 

matically demonstrates to its citizens that faulty 

articles are criminals, and that the Soviet will not 

stand for it. Being held for future trial are a 

scratchy phonograph, a non-opening door-key, 

a non-heating electric iron, a set of cracked 
dishes, a leaky water faucet." 
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SWINGING down from Chicago to St. Louis in a zig- 
zag fashion on a visit to several Illinois towns, a stop 
was made in Joliet. This town was purposely picked 
out because I had heard that it was particularly hard 
hit. A steel town with production at 10 per cent and 
rumors of a complete closing; one-third of the town’s 
population on the relief rolls; in four years, bank de- 
posits dropped from $30,000,000 to $2,000,000, and a 
community in which the merchandising of good shoes 
has always presented some real problems. 

No noticeable architectual change on Chicago Ave- 
nue, Joliet’s Main Street, for the past 30 years, if my 
memory serves me right. One good ready-to-wear 
store has built a new building, a block from the center, 
on account of a fire. 

As far as the shoe business is concerned, one home- 
owned store has folded up in the past few years, while 
two Chicago-owned branches have been withdrawn. 
All department store shoe departments are leased to 
the chains. Many popular priced chains are repre- 
sented in town, so there are plenty of places selling 
shoes from $1.98 to $3.98. 

Four home-owned stores are now doing business sell- 
ing shoes. All four of them believe they are on the 
right track and have an excellent chance to make some 
money in their respective businesses. Three of the four 
carry shoes at $8.50 and better. 

Not only that but they all carry advertised lines, all 
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By 
HARRY 
R. 
TERHUNE 


promote feature shoes, and that, to my way of think- 
ing, is the prime reason for their being in business to- 
day. In spite of the pessimistic talk and admittedly 
bad local employment situation, owners of these stores 
feel that the breaks are in their favor, and that they 
have done right in following their prescribed plan of 
action. 

Advertised shoes, intelligently presented by shoe fit- 
ters who know their job and who are backed up by a 
well-balanced stock of feature shoes, is a combination 
which is making business in a Community where the 
sledding is pretty tough. 

John J. Schiek dropped his base price from $6.50 
to $5.00, but he still held onto his high-grade lines. 
And he is well satisfied that he did, because this Fall 
those lines are showing more action in their respective 
middle grades than they have in some time. This trend 
is common with all the merchandise sold in this good 
ready-to-wear store. 

A similar story was told me by Ralph Marsh of the 
F. E. Marsh Shoe Co. Pressure to put in the lower 
grades was fought. The store stuck to its featured 
lines. They have it figured out here that the cheap 
customer will not come to the good store but the good 
customer will be kept away by low price shouting. 
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Most all of the trade in a store of this character is 
personal, Marsh pointed out, hence the necessity of 
handling only such goods as one can sell one day and 
not feel obliged to hide the next. Trade has been kept 
flowing in a fairly good manner through the means of 
spending more money in an aggressive advertising 
campaign, and much more on windows. , 

Add to the famous “Four Brother” acts the four 
Lewis Brothers. They don’t sing and they don’t dance, 
but they sure sell shoes. Lewis Brothers is a retail 
shoe firm which is in much better shape than it was 
five years ago. It is a store which has sold twice as 
many $10.00 shoes up to the middle of October, 1934, 
as it sold all during 1933. And there is no funny catch 
there either. They did a job in 1933. 


THis firm learned to operate under today’s conditions. 
The buying has been confined to a few lines arid there 
has never been any sharpshooting. These four brothers 
are on the floor all the time, so they sell practically 
every shoe that they buy. 

In 1930 the price range in the women’s department 
ran from $3.85 to $10.00. They tossed out the $3.85 
shoe this year, as they found they couldn’t make any 
money on it. Right now the biggest selling shoe in the 
house is a plain black kid oxford, broad toe and a 
12/8 broad heel. This shoe retails for $10.00. The 
second shoe in volume is one somewhat similar to the 
first only with a narrower toe at the same price. 

Lewis Brothers impress on their customers that the 
most important shoes a woman wears are those she 
wears around the house. They always introduce prac- 
tical shoes even to the customers who ask for smart 
shoes. The way times are in Joliet, mighty few double 
sales are made, but the customer invariably comes back 
for a utility shoe. 

I sincerely trust that you get the true significance 
of this story of Joliet. Employment is bad, the town 
itself is rather dull, it is within 40 miles of Chicago, 
yet here are stores that are showing a steady increase 
in business. These stores all believe that they are en- 
titled to a fair profit. They are right, too, because a 
shoe is worth what you price it. A shoe must have 
merit, good materials, be well made and have fitting 
qualities, but its worth to a shoe merchant is based en- 
tirely on that shoe merchant's belief in its worth to his 
own trade. 

I asked Joe Lewis what, in his estimation, an inde- 
pendent shoe merchant must have and do if he hopes 
to survive. “Concentration, Mark-up, Salesmanship. 
And the greatest of these is Salesmanship.” 
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"Concentration — markup — salesmanship. 
And the greatest of these is Salesmanship." 
That's what Joe Lewis of Joliet told the 
BOOT AND SHOE RECORDER Field 
Editor, when asked what the independent 
shoe merchant must do in these days to 
survive and prosper. Despite the fact that 
employment is bad and conditions unfavor- 
able, merchants in this Illinois city are selling 
more good shoes at prices that allowa profit. 


What happens when a smart popular-priced shoe 
chain store comes to town? What do the merchants 
think? What are they going to do about it? The an- 
swer to these questions I found in a visit to Ottawa. 
This good little town of about 15,000 population, sit- 
uated on the banks of the Fox River, is a one-industry 
city—plate glass. There are 17 shoe stocks in this 
town, doing an approximate annual shoe business of 
$125,000. There are five home-owned shoe stores, one 
chain shoe store (new), plus 11 sundry places that sell 
shoes. Most of the store windows date back to the 
Spanish War period. One shoe store (Brand) has a 
modern front. Along the first of October, Miller- 
Jones opened a very modern shoe store, black glass 
front, chromium trimmings, the newest ideas in light- 
ing go to make this store a showplace in this small 
city. 

Traveling salesmen, factory heads on good will tours 
and visiting retailers had long urged Ottawa shoe re- 
tailers the need of modernizing their stores. Local 
merchants felt that there might be some truth in this, 
but did not take it very seriously, until this glittering 
chain store branch came to town. And now two mer- 


chants have revived dormant remodeling plans, a third 
is wondering if he will do something about it, a fourth 
has decided that he will not modernize his store, while 
the fifth man, as stated, already has good bright win- 
dows. Even with this new store in their midst, the old- 
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The Roman Stripe 
Mills, whose Rograin 
stocking is shown 
above, are inserting 
their sealed hosiery 
enveloped in Christ- 
mas folders which carry 
on the inner side, the 
story of this speciai 
reverse-knit construc- 
tion. This is a good 
device to help create 


NEWS 
OF 


HOLIDAY 
HOSIERY 


By 
RUTH HARRINGTON 
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In this year’s Christmas merchandising of hosiery, the 
newest feature is the sealed package. In the past twelve 
months women have become accustomed to buying 
stockings without running their hands through the legs. 
The development of ringless construction, with its 
greater certainty of texture clarity, and with more rigid 
factory inspection, has finally put over the idea of the 
stocking untouched by human hands. This holiday 
season sees the sealed package as an accepted fact, mak- 
ing possible many fresh ideas in Christmas wrappings. 

The simplest form of the sealed wrap for Christmas 
selling is the Cellophane envelope in holiday dress, 
printed in Christmas designs. This offers an inexpen- 
sive way of making the single pair gift attractive. One 
manufacturer is successfully promoting its dollar num- 


The photograph shows the use of a Cellophane band 

to give the Christmas spirit. The box shown has been 

especially designed for the use of such wrappers 

for all gift promotion . .. an Easter band in the 
: Spring, etc. 


(Shown Left) Two new single pair packings: The 
printed envelope Propper McCallum is featuring and 
small Brown Durrell béx with printed window. 


repeat customer. 
= 
t 
Gordon 


BOOT AND SHOE RECORDER, November 3, 1934 


bers in such a wrap complete, even to a stuck-on 
Christmas Card and seals. 

Several hosiery mills have adopted the small one- 
pair box with a transparent window as a spur to 
Christmas sales. These little packets are just the right 
size to fit sideways—three of them into the usual three- 
pair containers, while two of them can be used in a 
square gift box. 

The hosiery industry has gone Cellophane-conscious 
in a big way this year. This festive material also makes 
it possible to transform a year-round box into a gift 
item for the duration of the holiday season with a wrap 


This attractive three-pair gift box by Nomend Hosiery 

is Japanese lacquer with decorations appropriate to silk 

spinning—the moth, the cocoon, the silk reel. Silk 

cords add a touch of gay color. The fact that such a 

box can be used afterwards for other things gives 
it special appeal. 


that is easily removable afterwards. This is an espe- 
cially good idea for the average shoe store, whose 
volume may not warrant a large expenditure for holi- 
day packing of no use when the Christmas excitement 
has subsided. 

Christmas bands can be wrapped around one side of 
a plain white box, to give a glistening and seasonal 
touch. Or a regular box can be completely covered 
with a holiday jacket. These wraps can be bought in 
many designs, which is all to the good, because the 
customer then has a choice. Stores so often find that 
when they develop one special Christmas package, it 
does not meet all tastes. If they “go modern” with blue 
and silver and stylized reindeer, they are not pleasing 
the customers to whom Christmas wouldn’t be Christmas 
without red and green and the familiar holly! With 


The simplicity and economy of many new 
Christmas packings offer ideas espe- 
cially applicable to the shoe store. 


these simple bands and wraps to work with, they can 
make everybody happy. 


Holiday Numbers 


Everybody seems agreed that the dollar stocking will 
be the Christmas leader, with many stores promoting 
fine ringless merchandise above that price. Ringless 
construction, with its widely promoted advantages, 
makes it possible for all stores to do holiday business 
at a higher level this year. The growing demand for 
sheerer, thinner stockings will also affect Christmas 
business. Two-thread numbers are very important . . . 
and some merchants will even promote one-thread num- 
bers. Several manufacturers are featuring flexible 
weave stockings in two-thread construction, in special 
sealed packages—the argument being that the elastic 
knee section eliminates strain and makes such a sheer 
stocking far more practical. Knee-length stockings 
with the elastic section to hold them up without garters 
at the calf of the leg are also developing fast—with 
many variations now on the market. The newest ver- 
sion of this idea—the short stocking in silk and wool, 
should be a good gift item for the school girl and the 
sportswoman. 

When Christmas comes, colors will naturally be 
lighter. The extremely dark browns and taupes, so 
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The Phoenix Christmas wrapping is in bright deep blue 
which covers the regular box. An effective and 


economical way of styling a holiday package. 
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Industry Is on Trial 


THE idea of holding a technical trial on a commodity, 
as tried in Moscow, has a lot of dramatic interést. To 
place before five judges (for there is no jury system 
in Russia) an article like a galosh and then to conduct 
a serious court trial thereon, is the sort of an idea that 
would capture the imagination not only of the Russians 
but of people everywhere. There is not much that 
comes out of Russia that seems to be of social value in 
a Democratic system like our own, but this idea of 
putting a product on trial has considerable merit to it. 

We have a school of thinking that says: “The prod- 
uct is always on trial. If it is not acceptable to the 
public, it disappears from the market, and the makers 
and the distributors disappear as well.” It is true up 
to a point. That grand old phrase-maker of a genera- 
tion gone by, John Hanan, said: “The supreme court 
of popularity is not the shoe manufacturer nor the 
merchant. It is the customer.” Well and good, as a 
saying in a competitive era, but we have seen in a 
period of depression the proportion of inferior goods 
rise to such total volume that it pulls down all stand- 
ards of quality. 

“All footwear” is not up to the quality of “all foot- 
wear” in John Hanan’s day. In his time, shoes and 
leather were free from most of the adulteration in gen- 
eral use today. It profited a man to make the very 
best. Then the quality grades of leather had first call. 
Not so today, for it is “the quality 10 per cent” of mate- 
rials that it is the most difficult to market today. The 
objectives in his day were to strive to come as close to 
the high quality possessed by the best shoes. Not so 
today, when too often the idea is to make a product 
one or two points below the average, so as to be able 
to capture the low market demand. 

A technical trial today of any product in the land 
might reveal the fact that top quality is not salable 
and profitable and that the majority of articles are 
made to “just get by.” Here’s a good example of the 
use of terms to imply quality and yet to give inferior 
grade designations. They say that asbestos yarn is 
graded from A up. Evidently there are no B, C and 
D. The grades start from 1 to 5: A-l, A, AA, AAA, 
AAAA. As someone said, “Wouldn’t you call it a 
little playful to call the fifth and last grade A-1?” 

The Moscow trial wasn’t any playful thing because 
not only was the product termed “guilty,” but the fac- 
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tory and the makers were dealt with severely, the most 
responsible individual being sent into Siberian exile. 

There is no question but what the quality objective 
in most merchandise is in goods below a medial aver- 
age (to meet a price). Let’s hope the objective in 1935 
will be to increase the use of qualities above the aver- 
age for the good that practice does for prestige and 
profit to the maker, distributor and final user. 

Industry is on trial as well as products for some 
practices have been sub-standard and is there any won- 
der that the products are likewise sub-standard. 

There is more and more an intent on the part of 
government to make less and less decisions on prob- 
lems within industries. The NRA helped to establish 
a philosophy of letting industry do its own houseclean- 
ing. Undoubtedly we are going to see technical trials 
held within industry on practices as well as qualities. 
It is proper that industry should criticize its own 
products and qualities. Perhaps we will return to 
the essence of the French law that a jury of individuals 
qualified by professional experience, must pass on pro- 
fessional problems. 

One of the first trials in our own trade is the one 
we would recommend on the use of terms and descrip- 
tions that imply higher qualities than could possibly 
be possessed by articles sold at prices below the 
average. 

As an industry we should oppose any governmental 
designation of standard shoe marks and shoe grade 
markers—US1, US2, US3 mean little when you con- 
sider the variable surfaces of any hide and skin and 
the tremendous diversity of types and shapes of foot- 
wear. Neither can shoemaking be graded numerically 
or with such terms as “extra-fine,” “fair,” “middling 
fair,” “good ordinary’—such as have been recom- 
mended for another type of product. 

The supreme court of popularity is still the customer, 
with or without technical trials. 


2 
4 


BOOT AND SHOE RECORDER, November 3, 1934 


FIRST-CHO 


of shoe retailers 


ONTH after month in America’s 
leading magazines, Goodyear 
advertising is teaching millions that 
a Goodyear Wingfoot Heel means 
extra comfort, extra foot-protection, 
EXTRA VALUE on a shoe! 


That is why Goodyear Wingfoot 
Heels are the rubber heels most 
often specified by shoe retailers to- 
day—because more people walk on 
them than on any other kind — 
MILLIONS MORE! 


Such overwhelming preference 
‘ proves it pays to 
have the extra sales- 
value of the Good- 
year name on the 
shoes you sell. Why 
not let it help your 
sales, too? 


WINGFOOT 
SOLES 4x0 HEELS 


He blamed 


but his trouble was 


LOPSIDED 
HEELS 


VERY Step wrenched the bones 

in his arches—every day made 

a torture of his job—because he 
didn’t know this simple fact= 


93% of America’s leading ortho- 
pedic surgeons agree: “Walking on 
run-over heels can injure the foot 
structure, often permanently.” 


Guard against this common cause 
of fatigue— protect your feet from 
this source of arch trouble as well 
as corns and bunions — with Good- 
year Wingfoot Heels! 


Goodyear builds these heels of 
such tough, resilient rubber that 
they keep their shabemwear down 
evenly—distribute pressure equally 
and keep the whole shoe in shape! 


More people walk on Goodyear 
Wingfoot Heels than on any other 
kind. No wonder! Any good repair 
shop will put them on your shoes. 


keep shoes and feet straight 


When writing advertisers please mention Boot and Shoe Recorder 
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MAKE THEM 
LOOK AT 
YOUR 
SHOES 


BLOOMINGDALE BROS..... 


Tuis week we travel West, South and then back to 
New York again to survey interesting shoe windows of 
the current season which exemplify in a striking way 
the present trends in window selling. Two of the il- 
lustrations picture individualized shoe displays, that 
is to say the type of arrangement in which the display 
man has had as his objective, not so much a harmonious 
grouping of all of the shoes to produce a well balanced 
ensemble, but rather the focusing of attention on each 
individual style and pattern. The theory back of this 
sort of a window is that a balanced arrangement often 
causes people to look at the display and miss the shoes; 
its purpose is to make every style stand out with equal 
prominence, thereby increasing the window’s potential 
selling power. 
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FRANK WERNER CO. 


NEW YORK CITY 


The Frank Werner window is an excellent example of 
the more conventional style of display, dramatized to 
glorify evening footwear, with its starry background 
and suggestive caption “For the Starry Hours.” The 
clocks set at midnight play an effective part in putting 
over this story and add a clever touch of originality 
to the display. 

We are coming into a month that holds wide pos- 
sibilities for window selling and suggests many ideas 
that can be worked up by the display man to produce 
windows of charm to arouse the interest of the buying 
public and thereby stimulate sales of seasonable foot- 
wear. Throughout the northern section of the country, 
November definitely marks a seasonable change toward 
colder weather. It therefore suggests the early promo- 
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. SAN FRANCISCO, CAL. 


MAAS BROS. 


tion of cold weather footwear, heavier weight oxford 
types for women, heavier leathers and sturdier con- 
struction for men. 

November brings, as a rule, rainy, wet weather and, 
in some localities, snow. Therefore it’s an excellent 
idea to start the month with a window devoted to arctics, 
overshoes and rubber footwear. Every merchant is 
anxious to turn rubber footwear into money as early 
in the season as possible. Yet many stores neglect the 
very real opportunity to promote rubber footwear sales 
through frequent and effective window displays. Rub- 
’ ber goods no longer can be classed in the category of 
staples, which can be sold simply by pasting a “Rub- 
bers” streamer on your window on rainy days. Ga- 
loshes today are style merchandise and the customer 


November Offers a Wide Field 
for Window Displays Built around 
Fall Themes, such as Hunting, Har- 
vest, Football and Formal Thanks- 
giving Festivities—Include Rubber 
Footwear and Shelter Shoes in Your 
Program of Window Promotions 


can be sold more pairs by showing her attractive pat- 
terns, and a variety of colors and materials. If you 
start doing this in the Fall and plan to have an effective 
rubber footwear window at frequent intervals through 
the Winter, you should be able to turn over your stock 
more rapidly and at prices that will yield you better 


profits. The necessity of closing out rubber goods 
later on at a loss will be minimized. 

We are still at the height of the football season in 
November, and if you have not already had a football 
window, the big games in your locality will provide the 
occasion for attractive, colorful settings, in which you 
can feature the types of shoes in demand for outdoor 
wear. November marks the climax of the Fall hunting 

[TURN TO PAGE 52, PLEASE] 
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Well Designed 
Seattle Store 


WOMEN'S SHOE DEPT. . . . Frederick & Nelson 
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F EATURING a new architectural trend, “modern art” 
and the latest developments in efficient shoe merchan- 
dising, Frederick & Nelson Department Store of 
Seattle, Wash., recently opened its distinctive Women’s 
Shoe Salon and Clinic. 

Before the transformation, Frederick & Nelson’s 
women’s shoe department was located on the main floor 
in a small central area. When store officials drafted 
allotments for departmental improvements in a $250,- 
000 modernization project, the shoe department, it was 
decided, should receive special consideration. The 
chief reasons for the change may be summed up in 
meeting four vital merchandising factors. 

(1) Traffic lanes were routed around the shoe sec- 
tion rather than directing customer traffic up to the 
point of sale. (2) Under the former plan, the shoe 
section was one of many main-floor retail units. It 
has been found a wise sales plan to isolate retail de- 
partments in preference to a composite grouping. 
(3) Fashionable designing of women’s shoe salons fea: 
turing a new motif in architecture has proved a profit- 
able merchandising expedient. (4) Customer service 
at Frederick & Nelson’s has been a prime factor in 
the sales plan of this large department store. It was 
rapid and complete. However, possibilities for in- 
creased customer convenience were given careful study. 

The answers to these problems were incorporated in 
Frederick & Nelson’s “shoe store within a store” 
with many additional innovations unique in shoe re- 
tailing and merchandising built into its construction. 

Located in the northwest corner of the main floor, 

[TURN TO PAGE 52, PLEASE] 
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A BETTER STORE FRONT MADE 
i A BETTER 
BUSINESS! 


VAN DEY ENTER 


© BEFORE 
A Florsheim Shoe Store in Pittsburgh, 


Pa., as it looked before remodeling with a 


® AFTER 
The same store, 
after a new Pitts- 
burgh Store Front 
made it more. at- 
tractive, more ap- 
pealing to the pro- 
spective shoe cus- 
tomers passing by. 
The manager re- 
orts substantial 
usiness gain since 
modernization. 


Ts: manager of this Florsheim 
Shoe Store in Pittsburgh, Pa., 
reports that since the installation of 
his new store front, he has had a 
substantial increase in business al- 
ready, and that prospects are even 
better for the future. And this is 
just one instance of how shoe store 
proprietors and managers through- 
out the country have been able to 
increase business and make more 
money by remodeling their stores 
with a Pittsburgh Store Front. 

Is your shop as attractive as it 
should be from the outside? Is your 


Pittsburgh Store Front. 


store front helping you to get your 
share of the potential business in 
your community? If not, send 
coupon below for our new book 
“How Modern Store Fronts Work 
Profit Magic” showing the advan- 
tages a new Pittsburgh Store Front 
can bring to you. This book con- 
tains numerous “before and after” 
pictures and helpful facts and figures. 


Now you Can Easily Get the 
Money for a New Store Front 
Through NHA! 

The National Housing Act was passed 
to assist you in the matter of remodeling 
ag store. This new act supplies funds 
or store improvements, requiring only 
your promissory note and good character 
as collateral. We recommend that you 
retain the services of a local architect, 
todesign an attractive front for yourstore, 
and apply TODAY to your local lending 
institution for NHA to finance 

your new front. 


For a long-lasting, eye-catching, business-drawing store front, insist on getting 


the store front 


roducts manufactured by the Pittsburgh Plate Glass Com- 


ny: Carrara Structural Glass, Polished Plate Glass, Pittsburgh Paint Pro- 
ucts, Metal Store Front Construction, Pittsburgh Mirrors and Tapestry Glass. 


PITTSBURGH STORE FRONTS 


PRODUCTS OF THE 


PITTSBURGH 
PLATE GLASS COMPANY 


1 Pittsburgh Plate Glass Company 
2260 Grant Building 
1 Pittsburgh, Pa. 
Please send me your new book entitled “How 
1 Modern Store Fronts Work Profit Magic’’: 


Name 


Street. 


City. 


When writing advertisers please mention Boot and Shoe Recorder 


| 


.BOOT AND SHOE RECORDER, November 3, 1934 


NATIONAL SHOE 
NEWS BULLETIN 


New York Convention Leadership 
Leading shoe buyers and retailers in New York City 


are forming 


the plans for the National Shoe and Convention Week to be held 
January 6-10 in New York City. This is the special convention com- 


mittee for 1935. 


GENERAL CONVENTION COMMITTEE 
JOHN SLATER, Chairman 
J. & J. Slater, Inc. 


JESSE ADLER 
Adler Shoe Co. 
JOHN L. ALHEIM 
Wise Shoe Co. 
BENJAMIN F. BARMANN 
Barmann Shoe Co. 
BENJAMIN BARNETT 
Weill & Hartman 
CHARLES H. BEALL 
Best & Co. 

JOHN A. BYRNE 
Arnold Constable & Co. 
THOMAS F. CALLAHAN 
B. Altman & Co. 
MAX DEUTCH 
New York City 
MANUEL GERTON 
Saks—5th Avenue 
EUGENE A. DUNN 
Associated Dry Goods Corp. 
JOHN LAYCOCK 
Hanan & Son 
J. LEBOWITZ 
The Coward Shoe, Inc. 
L. A. LEOPOLD 
The Coward Shoe, Inc. 


ARTHUR R. LEVINE 
Shoecraft, Inc. 
MAURICE MILLER 
I. Miller & Sons, Inc. 
JOSEPH R. MINCO 
Lord & Taylor 
FRANK A. McLAUGHLIN 
Abercrombie & Fitch 
ROY T. PARKER 
Parker & Diemer, Inc. 
HARRY ROSENTHAL 

Shoecraft, Inc. 
LOUIS SACHAR 
Stern Bros. 
MURRAY SCHOTT 
Julius Grossman Shoes Corp. 
THOMAS J. SHERIDAN 
John Wanamaker 
CHARLES L. THOMPSON 
Oppenheim, Collins & Co. 
ROYAL C. WEITH 
Abraham & Strauss 
HAROLD R. WILLIAMS 
Bergdorf & Goodman 
J. A. ZAHN 
James McGreery & Co. 


Now is the Time for Store Meetings 


ERE are some interesting subjects 

for discussion by merchant and 
salesman in the weekly store meetings. 
For the past few weeks the N.S.R.A. has 
been publishing these topics for trade 
discussion so that the merchant and 
salesman will be more closely con- 
cerned with the problem of “selling 
more shoes successfully.” 

21. In handling the friend who 
“just comes along to help decide,” 
shall we attempt to silence her, or 
treat here just as we do the actual 
buyer? Or should we appeal mainly 
to the stronger of the two personali- 


ties? The friend buys shoes for her- 
self sometimes too, you know. 

22. Referring especially to men’s 
trade, some salesmen say the way to 
sell a customer is to find out his hobby 
and get him talking about it. Then it 
is easy to sell him. Others insist men 
are in a hurry and prefer that the sales- 
man center his attention on the impor- 
tant job of finding the correct shoe. 
They say the time to talk hobbies is 
after the shoe sale is made. Which is 
right? 

23. Arch supports. Their uses and 
abuses. Fitting and misfitting. Sup- 


. knowledge of shoes, 
_ knowledge of feet, (4) tact, (5) ability 


pose a customer says, “I want a pair 
of arch supports,” and the salesman 
thinks they are unnecessary. What 
shall he do? 

24. Of what specific details does 
courtesy consist? List fifty examples 
of discourtesy. Classify the probable 
causes (1) ignorance, (2) thoughtless- 
ness, (3) temper, (4) intentional rude- 
ness. Is ignorance excusable? 

25. Indifference — the salesman’s 
worst fault. None of us intend to be 
indifferent. However, suppose we list 
fifty things a salesman might say or do 
unintentionally that would seem like 
indifference to the customer. 

26. Personal trade. A large call 
trade is supposed to be an asset to a 
salesman. Yet the facts are many 
salesmen unconsciously “train” their 
personal trade to be time wasters, visi- 
tors, slow buyers, heavy returners, fre- 
quent complainers, “Hard to fit,” always 
expecting special service, fuss-budgets. 
How can we educate our customers so 
they will be profitable to the store? 

27. What one quality in a salesman 


- will carry him farthest toward success, 


(1) pleasing personality, (2) technical 
(3) thorough 


to persuade, (6) evident desire to 
please, (7) ability and willingness to 
see ev ing from the customer’s 
viewpoint? 

26. Is any factor of salesmanship 
more important than health? Did you 
ever know a chronic health-complainer 
who was a first class salesman? There 
is a definite relation between a sweet 
stomach and enthusiastic salesmanship. 
Bring some competent medical advice 
to this meeting. 

29. As far as the customer is con- 
cerned the salesman is the institution. 
What he says to her the store says to 
her. If he is indifferent the store is 
indifferent. How can each man ex- 
amine his own conduct, his dress, his 
technical knowledge and his personal- 
ity to reflect the store’s ideals? 

30. How can we improve our team- 
work (1) between the store and its 
employees and (2) among the em- 
ployees themselves? After all is not 
the whole scheme of merchandising 
really a matter of coordinated cooper- 
ation between producers, merchants, 
salesman and consumers? If any one 
of these is out of step the scheme 
suffers. How can the retail salesman 
help or hinder this cooperative pro- 
cess? 


28 

| 

| 
| 


BOOT AND SHOE RECORDER, November 3, 1934 


RETAILERS ASSOCIATION 


HEADQUARTERS :—3022 Empire State Building, New York 
JOHN J. HOLDEN, Manager 


Come to the National Meeting of Shoe Experience 


Come to New York City for your inspirations in 

shoes and shoe merchandising. Merchants—ex- 

change your knowledge in merchandising with 

other merchants. Test the style predictions made 
at the N.S.R.A. Style Conference 


that an association the size and magnitude of the Na- 
tional Shoe Retailers’ Association should hold the first 
major convention of the new and promising year of 
1935, within its limits. 

The shoe industry is especially fortunate in, having 
secured not only New York City for a location, but also 
to have been able to fix Jan. 6 to 10 for dates of con- 
vention. 

The automobile industry gave up these dates to us— 
for every other year they dominated this very week with 
their national show. Certainly we could not have gone 
to New York City in the traditional week that we have 
always held our conventions if the automobile show had 
been held this year. Two such major attractions would 
have overfilled even a city as big as New York. 

Now our national convention in coming to New York, 
after having been ten years in the West, is bound to bring 
not only the old faithfuls who attend every convention, 
but several thousand eastern merchants who have not 
been served by a national convention in a decade. 

And also remember that these merchants come from 
the region of greatest purchasing power and where wealth 
is concentrated. So the City of New York, which has 
always had a quality impulse, will find it to its advan- 
tage to have Father Knickerbocker open up his arms 
wide in welcome. 

It is always stimulating to go to New York City. I 
get a great delight out of it. I am in New York every 
month, and I always get a thrill and inspiration out of 
buying shoes in the environment of fashion. 

New York is at its best in January, and our program, 
built around the “Isle of Inspiration,” is most signifi- 
cant of a new and better year ahead . . . with ideas and 
ideals formed in the friendship of convention. 

It pleased me immensly to attend the first meeting of 
the convention committee. I saw in that room some of 
the biggest and best buyers in the world, and practically 
every store in New York City represented by shoe leaders. 

To have John Slater, one of the founders of the 
N.S.R.A., one of its early presidents, and a Fifth Avenue 
merchant who had the courage in these troublesome days 
to build a new store and to remodel his famous old store 
—to have him, as host, is to bring a tone of quality and 
purposefulness to our convention. 

To have John Laycock, general manager of Hanan & 


I THINK it is a great tribute to the City of New York 


Son, is to have the acceptance of the Shoe Merchants’ 
Council of New York. 

To have the other great buyers and great retailers of 
Manhattan is to have the assurance that the merchandis- 
ing center of the world is awaiting with eagerness the 
coming of January convention days. It is to have also 
definite backing and aiding by the progressive shoe men 
of New York. 

It is largely the responsibility of the merchants who 
are playing parts on convention committees to see to it 
that comprehensive plans are made for the reception and 
entertainment of the visiting shoe men—retailers, last 
makers, manufacturers, tanners, stylists—from the rest of 
the country. 

Last week’s meeting in New York City certainly made 
me feel that the New York committees, one and all, will 
stage the greatest convention in the history of the Na- 
tional Shoe Retailers’ Association. 

M. A. MITTELMAN, 
President, National Shoe Retailers’ Ass’n. 


What Are the Important Issues ? 


What are the topics that should be discussed in open 

forum at the coming January Convention of the shoe 

retailers. Are the following suitable subjects? Are there 

more important problems? Send in your problems! It is 
up to you to contribute the issues for discussion. 


1. Is Sales Training one of “The One Great Need?” 
How should a salesman be trained? 
Who should pay “for the training”? 
Should such training “professionalize” the sales- 
man? 

. What changes are necessary in the N.R.A.? 
Should the N.R.A. be discarded, revised, or 
modified? 
What is the best manner of enforcement? 
How should activities be supervised and directed? 

. Are more city and local metings advisable? 
What type of subjects should be discussed? 

. What shall be the merchandising control methods for 

this new period in Retailing? 

How shall additional costs of operation arising 
under N.R.A. regulations be taken care of? How 
are they being taken care of? 
Should merchandising budgets be increased? 
What are the new buying techniques—resulting 
from N.R.A. influences. 
How have reduced discounts been overcome? 
What is the next step toward a solution of the 
discount problem? 
Is more mark-up necessary? 
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in-stock number 
WHICH COMMANDS 


RESPECT 


Time reveals the difference—between the cost per pair and 
the cost per year for shoe satisfaction. Every Stacy-Adams 
shoe is Carefully-Made by skilled craftsmen, and thoroughly 
seasoned on the last, the foundation of good shoemaking. 


The finest in style, leathers and expert workmanship make 
for an instant impression—and a lasting one too—of unusual 
and thoroughly honest quality in the entire Stacy-Adams line. 


Illustrated: No. 0081—Notable for its new, 
spade effect and extended edge. Made of 
fine grain Black Calf. 

No. 0083—Of Vegetan Brown Calf. Both 
are carried in-stock. 

No. 0082—White Buck. 


New Children's Shoe Shop 


Pontiac, MicH.—Hocking and Gil- 
lies Shoe Stores, operated by Richard 
Hocking and John Gillies, with head- 
quarters in Detroit, have just opened 


their fourth store. This is a leased de- 


partment in the Bob and Betty Shoppe, 
87 North Saginaw Street, Pontiac, 
earrying nothing but juvenile shoes. 
The entire store, 25 by 160 ft., carries 
nothing but juvenile apparel, making 
it one of the unique shops in the State. 

Great Scott shoes are featured in the 
department. The entire rear of the 
store is occupied by the shoe depart- 
ment, which is appropriately boxed off 
from the rest of the store. Small chairs 
for children give an appeal to the 
younger customers. Some of these are 
set on a special stand, emphasizing 
them, and making service more con- 
venient. 

Play tables are used, a few toys, 
teddy bears, and the like, as well as 
games to amuse the youngsters and at- 
tract them back into the store. Open 
stock display is used, making it readily 
apparent that the section is devoted to 
shoes. 

Norman Whitton is manager of the 
new shoe department. He was with 
this company in Detroit for several 
years, before going to Pontiac. Adver- 
tising is used in the weekly shopping 
guide, and a large Neon sign in front 
is devoted to the shoe department. 

Richard Hocking is not actively as- 
sociated with the management of the 
shoe stores, being on the road con- 
stantly as state representative of Doer- 
man Shoe Manufacturing Company, 
featuring the Great Scott line. They 
opened their third store at 22053 West 
Michigan Avenue in Dearborn, a year 
ago, with George Laws as manager. 
The chain is growing steadily, and re- 
ports nice business in all stores. 

Incidentally, with four stores on the 
list, Hocking and Gillies have them 
spread in four cities. The original 
Hocking and Gillies store, now man- 
aged by John Gillies, is in Detroit; the 
Family Trade Shoe Stores are in Royal 
Oak and Dearborn, suburbs. 


New Springfield Store 


SPRINGFIELD, Mass.—The Orthopedic 
Shoe Store, Inc., opened a store at 278 
Bridge Street on Oct. 16, known as 
Foot Health Headquarters. Frank 
Houle is resident manager. He has 
been identified with the shoe business 
for over 25 years and has specialized 
in corrective footwear. 


Correction 


STAC Y-ADAMS 


A news item in the October issue said 


COMPANY BROCKTON, MASS. that Roy G. Hine was featuring Foot 
Saver shoes in his new store in Cleve- 


land. This statement was an error, as 
G La d é 4 he 6.4 f “, the line is carried exclusively in Cleve- 


SINCE 1875 land by the Stone Shoe Company. 
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That “Quality is a harmonious combination of 


select materials, precision workmanship and good 


taste’, is the plain truth told by the picture above. 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


can always be depended upon to help 
create an effective sales appeal. Here 
is leather wherein every fibre is thor- 
oughly set in tanning substance. 
Why wouldn’t shoes with “BENCH 
BRAND” soles be in demand? You 
can profit to the same extent as 
others, selling shoes bottomed with 
this “Balanced Tannage”. 


The port used for LEATHER COMPANY 


SOLES about 13% of the FOUNDED 140 


‘BOSTON:-MASS: 


When writing advertisers please mention Boot and Shoe Recorder 
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In an early issue we will present 
“challenges” to the theories herein ex- 
pressed. 


Chester Herold of Herold Shoe Com- 
pany, San Jose, California, says: 

I want to say that the article fur- 
nished by Murray C. French is one 
of the best things you have published 
for many, many months, and I think 
so much of it that I have written a 
letter to all of our manufacturers, ask- 
ing them to read the article. I do 
hope something comes of it, and I want 
Mr. French to know that I appreciate 
his efforts in putting this subject be- 
fore the trade. 

Here is the letter: 

I want to take this opoprtunity of 
recommending that you take time out 
to read carefully Mr. Murray C. 
French’s article on page 20 in the Boor 
AND SHOE RECORDER of Aug. 11. 

It seems to me that Mr. French has 
laid before the shoe industry a subject 
worthy of every manufacturer’s seri- 
ous consideration. Anyhow, it is ex- 
actly what I have contended for years, 
and is the basis for most of the com- 
plaints on poor-fitting shoes we have 
made to factories. I believe Mr. 
French is absolutely correct in every 
statement contained in this article, and 
he has made it very clear and easy to 
understand. 

For many years I have made the 
broad statement that if a very careful 
survey was made of the measurements 
of all sizes and types of feet, we would 
find that the instep, heel and ankle 
measurements do not increase in the 
same ratio as the length of the foot. 

I have claimed also that even for 
basic modeling of lasts and patterns, 
size 4B does not entirely verify the 
fitting of the larger sizes, even though 
there are tryouts made of one or two 
other sizes before adoption. 

If manufacturers could make trips 
around occasionally and visit retailers, 
watching how they work and the prob- 
lems they have to confront every day 
of the year, there would be a lot of 
serious thought given to this subject. 


Mr. Paul Allen Ebbs of Swope Shoe 
Co., St. Louis, Mo., says: 

“As you know, I always read your 
good magazine with a great deal of in- 
terest, but in the many years I have 
been reading it I have never come 
across an article that I so fully agree 
with as the article by Mr. Murray 
French. I have been trying to con- 
vince several of our manufacturers for 
the past several years that their shoes 
would fit better if they would make the 
heel-to-ball measurements shorter and 
still give the shoes plenty of toe room, 
because the problem of fitting comfort- 
ably 7, 7%, 8, 8% and 9 feet is most 
important. 


[CONTINUED FROM PAGE 15] 


Murray C. French has 
aroused the interest of the 
trade in what he has dis- 
covered to be one universal 
fault— proportions are too 
long in the aan part of lasts 
to properly fit the longer and 
narrower feet now generally 
found the country over. 

He claims the remedy lies 
in what might be called 
"Short Back Lasts." In this 
article, comments of the 
trade favorable to the theory 
of Short Back Lasts are pre- 
sented. In an early issue 
several challengers to that 
theory will further aid in cre- 
ating discussion construc- 
tively helpful to getting more 
shoes fitted right. 

Mr. French has been a con- 
stant contributor to the Boot 
and Shoe Recorder these 
past ten years and no article 
has ever clicked as has this 
one. 


In a business like ours, where we 
eater especially to the upper classes, 
we find that women’s feet are getting 
longer and longer. My pet theory as 
to why this is so is because our present 
set of customers of 20 years old and 
younger have been raised from infancy 
on foods which grow strong and large 
bones, and we find that the girls of 15 
and 16 in our most exclusive schools 
seem to have the largest feet. These 
girls have been fed under a doctor’s 
instruction from infancy. 

I make a great many of our adjust- 
ments, and I find that practically all 
of our complaints are on shoes larger 
than 6 and narrower than A, and in 
every case it seems to be over the ques- 
tion of shoes slipping in the heel or 
pinching the toe. Both of these diffi- 
culties could be eliminated by Mr. 
French’s suggestion. 


Charles Weifort of Weifort-Cloud, 
Chariton, Iowa, says: 

Is French right? Emphatically yes. 

Have fitted shoes all my life. Time 
after time you measure feet and put 
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Short Back Lasts Welcomed 


on the shoe of correct length so that 
there is no danger for shortness as to 
toes. Customer absolutely needs a 
shoe of this length. BUT before you 
can get shoe fastened, customer begins 
to howl about the looseness in heel and 
thinks she is cute when she says, “Why 
I can take that shoe off without un- 
tying it.” 

I have heard that so often that I 
want to pick up something and brain 
customer. First I try to impress on 
customer that the important thing is 
to have enough length so that all that 
group of foot troubles caused by short 
shoes will be avoided and that I would 
wear a shoe much too big in heel and 
top rather than a short shoe. But all 
she can think of is that slip in the 
heel. There is only one thing to do 
and that is to give her a shoe which 
is really too short for her, so you send 
her away knowing that in all proba- 
bility she will come back complaining 
of the misfit or buy her shoes some 
place else next time because of this 
misfit. Of course, sometimes you can 
use these miserable things called hose- 
savers, etc., that are made to correct 
this loose heel condition, but most wo- 
men are too smart to be sold a shoe 
which requires this sort of makeshift. 

When a customer starts to sing that 
old familiar song about the looseness in 
heel and gapping at the top, I want to 
throw her out, and yet, as Mr. French 
says, she is right. For years I have 
felt that if I had a shoe factory I 
surely could make shoes that would fit 
in heel and yet give proper length, 
but it seems that those kind of shoes 
are absolutely not made. So we have 
gone year after year, smarting under 
a feel of injustice because we were be- 
tween the customer who demanded a 
fit and the great shoe manufacturing 
industry which did not make shoes that 
would fit customer. We have equipped 
our store with an X-Ray machine, 
bought high-grade lines of shoes, car- 
ried them in all widths and made a 
hobby of correct fitting. 

But most of-this effort was defeated 
because shoes are not made right, be- 
cause of this defect pointed out by Mr. 
French. 

We have lost plenty of customers and 
business because of this thing. Some- 
thing should be done. 


E. C. Hunter of Hunter Brothers, 
Shamrock, Texas, says: 

After reading your article by Mur- 
ray C. French on giving us short-back 
lasts, I thought I would give you our 
experience, as we had some lasts made 
for just the kind of a foot that has 
been hard to fit, and the short-back 
did not do the work. 

We find where the shoe is too loose 
in the heel we have fitted the shoe too 

[TURN TO PAGE 51, PLEASE] 
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A brisk 


trade wind 


and clear 


sailing for 


IN WHITE AND CREAM 


Presenting, Zephyr-Buck, a beautiful white and cream leather, with 
a reliable manufacturer behind it, and a great future ahead of it. 


Seton Leather Company is fully confident that Zephyr-Buck will be 
an easy winner for Southern resort and early Spring footwear. 


When writing advertisers please mention Boot and Shoe Recorder 


| 
| 
| 

33 
= 
- 


BOOT AND SHOE RECORDER, November 3, 1934 


5 Your Hosiery line can 
stand a full window play- 
up at least once every month. 
Why not this week? And don't 
forget to have two or three 
cards in the window suggesting 
that it is not too early to be 
selecting Hosiery for Christ- 
mas gi 


9 Have another good strong 
ad tonight to stimulate 
Saturday selling. Perhaps your 
Wednesday stock check uncov- 
ered some items you're anxious 
to clear. If so, feature them in 
tonight's ad as "SATURDAY 
SPECIALS" and be sure your 
prices really are "special" so 
—_ the clearance will be cer- 
tain. 


1 4 In making your weekly 
stock check today, 
keep in mind that hosiery sales 
will be increasing from now 
until Christmas. What might 
have been an adequate supply 
of a size or. color last month 
may not be enough to prevent 
costly “outs” during holiday 
season. 


1 This is the month when 
you must dispose of all 
remaining faddy Fall styles. By 
Thanksgiving Day your stock 
should be clean, and consist 


_ almost entirely of the types of 


shoes that will be all-winter 
sellers, plus such merchandise 
as you have added specially 
for holiday selling. 


Are you planning some 

special window back- 
grounds or trims for the holi- 
day season? Now is the time 
to get them ready. And how 
about special gift lines, such 
as luggage, for holiday selling? 
Are your plans all made, and 
orders placed for the goods 
you will need? 


1 Why not instruct sales 

people that today they 
are to mention House Slippers 
to every customer, suggesting 
that they are a splendid Christ- 
mas gift and should be bought 
now. Tomorrow is Armistice 
Day. Put a patriotic display 
in the window tonight. 


15 You are burning more 

light now than in many 
months. Are you sure you are 
getting full efficiency from your 
ights? Many an old electric 


‘bulb that will still light up 


might better be in the ash can 
for all the light it gives! Look 
yours over! 


] Advertise vigorously in 
November. There is plenty 
of business available for stores 
that go after it. Plan a BIG, 
forceful ad for today, concen- 
trating on one or two numbers 
of footwear with a good hosiery 
special and possibly a little 
play-up on house slippers. 


7 This is the day for the 
weekly stock check. To 
do this job right you need some 
sort of check list to simplify 
the job of checking and pre- 
vent your failing to check the 
important things. If you don't 
have such a list, work one out. 


12 In planning your new 
window displays for 
the week, how about giving 
children's footwear a big dis- 
play with the theme "Children 
Need Sturdy Footwear for 
Winter" played up big on dis- 
play cards? See if you can- 
not find some unusual feature 
to attract attention to this 
window. 


16 You'll want a big ad 

tonight, and it should 
have a bit of holiday atmos- 
phere about it. It's a good 
time to talk about formal 
evening footwear for the 
Thanksgiving holiday. Follow 
up your letter and window on 
Children's footwear with a 
strong ad. 


3 Be sure your windows for 
today are interesting and 
attractive. More people see 
your windows on Saturday than 
on any other day. You can 
well afford to spend more time 
and effort on your Saturday 
trims than any other time! Do 
you do it? 


This would be a fine time 

So send out a letter or a 
little folder, featuring House 
Slippers for Christmas gifts 
and urging the wisdom of mak- 
ing selections now, ahead of 
the holiday shopping crowds, 
and while the assortment of 
styles and size ranges is com- 
plete. 


13 It would help sales to 

follow up your chil- 
dren's window with a good 
letter. And if you want to 
make sure your letter pulls 
them in, inclose a ticket good 
for a prize if the child pre- 
senting it at your store is ac- 
companied by an adult. 


17 Did you check up last 
Saturday to see what 
the results were from having 
sales people suggest House 
Slippers for gifts? Try the 
same idea today, suggesting 
your best Hosiery number, and 
have every sales person carry 
a sample so they can actually 
show it to each customer. 
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RETAIL 


1934 


Calendar 
for November.... 


To Produce More Profit Through Planning 


1 9 If you're puzzling over 

what to do to make this 
week's windows interesting, how 
about introducing a little foot- 
ball atmosphere? This will be 
a week of big games. If there's 
one in your locality, cash in 
on the interest it will arouse 
by featuring it in your window. 


92 Are you one of those 

fellows who still thinks 
a shoe store can't cash in on 
the holiday season? If so— 
WAKE UP! There's still time 
to get a few good extra profit 
lines in, to liven up your store 
and really CASH IN! Try it! 


97 If you have not already 
done so, you had bet- 
ter take "time out" today to 
plan your advertising and win- 
dow program for the month of 
December. And although it is 
holiday season, DON'T NE- 
GLECT STAPLE LINES! You're 
oing to get a lot of December 
Gane from them. 


90 The holiday season be- 

gins in earnest the day 
after Thanksgiving. That's 10 
days away! Are you ready? 
Is all special merchandise in 
the store unpacked and 
priced? Are window and in- 
terior displays ready. to go in 
place on Thanksgiving Eve? 
Make a final check up now. 


93 Why not head to- 
night's ad "SPECIAL 
SHOE VALUES FOR SATUR- 
DAY" and then play up all the 
items you want to turn into 
money. Make your ad look like 
a sale ad and you will get a 
good response from Saturday's 
shopping crowd. 


9 As soon as the store 

closes tonight, get 
busy putting up your holiday 
interior trim and installing your 
holiday windows, for the holi- 
day selling season will begin in 
earnest day after tomorrow. 
Remember, how your store 
LOOKS to the customer, will 
make a big difference in her 


9 When you check stocks 

today, be sure you look 
in all the out-of-the-way spots, 
and on all the top shelves. This 
is your last chance to dig out 
"sleepers" and get rid of them 
before the end of the month 
and the beginning of the 
holiday season. 


9 4 If you played up Satur- 

day Specials in last 
night's ad, then your windows 
for today should certainly look 
like "sale windows" with larger 
price cards than usual, and 
plenty of display cards and 
streamers to indicate that 
something special is going on. 


9 THANKSGIVING 
DAY. A holiday—and 
you had better take advantage 
of it, for if you're as busy as 
you hope to be during the next 
four weeks, you won't have 
many opportunities to rest. 


ZS 


26 Put quick trims in all 
windows today, to tide 
you over until Wednesday night 
when holiday trims go in. Let 
the theme on all display cards 
be "New Footwear for Thanks- 
giving." Are your holiday back- 
grounds in the store ready to 
be placed in the windows? 


30 The real start of the 
holiday season. If you 
finished your job on windows 
and interior Wednesday night, 
you'll have time today for all 
those little jobs that bob up at 
the last minute whenever you 
are getting ready for a new 
selling season. 
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DUNN AND MCCARTHY, INC. 


presents its 


to- 


Line for Spring 
of 


Goodyear Welts for Women 


When you see our spring line remember this: Dunn and McCarthy's in-stock service stands 
behind it to keep your upkeep down. Forty-six styles will be carried in stock at all times in 
a wide range of sizes and widths, making quick fill-ins easy, preventing lost sales. Our 
representative is back in your territory now with this new line for spring. It's to your ad- 
vantage to see him soon and get set for spring with this completely serviced line! 


@ Sam Beeson—Pennsylvania, New York, Delaware, Maryland 
@ Sidney Boozer—Tennessee, Alabama, Georgia, Florida 
@ Stanley Cutter—Ohio, Indiana, West Virginia, Kentucky 


TO @ Emil senna sen Nevada, Utah, Colorado, New Mexico, 
rizona 


RETAIL AT 


@ Elmer Grabill—Wisconsin, Minnesota, North Dakota, South Dakota 
@ John Hartman—Texas, Arkansas, Louisiana, Mississippi 


7 s @ Bill Howe—New England 
@ Jack McGee—Canada 
© George Moore—Michigan 
Chet More—Missouri, Illinois, lowa, Nebraska, Kansas, Oklahoma 


@ Tom O'Brien—Metropolitan New York and New Jersey 
@ Meredith Puller—Virginia, North Carolina, South Cerolina 
@ Ed Rogers—Ohio, Indiana, West Virginia, Kentucky 
@ Earl Standish—Washington, Oregon, Montana, Idaho, Wyoming 


DUNN AND MSCARTHY, INC., AUBURN, 


When writing advertisers please mention Boot and Shoe Recorder 
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NATIONAL NEWS 


1934 


What's Doing In the Shoe World 


SATURDAY, NOVEMBER 3, 1934 


Hide Prices Up in September 


WASHINGTON, D. C.—Wholesale com- 
modity prices increased by 1% per cent 
trom August to September. The index 
vf the Bureau of Labor Statistics of 
the United States Department of Labor 
advanced to 77.6 per cent of the 1926 
average, as compared with 76.4 per cent 
for August. The September index 
stands at the highest point reached dur- 
ing the year and is the highest level 
attained since January, 1931. 

The index as a whole, after a steady 
rise for the past five months, registered 
an advance of nearly 10 per cent over 
September, 1933, when the level was 
70.8 per cent of the 1926 average. The 
increase since September, 1932, when 
the index was 65.3, amounts to 19 per 
cent. As compared with September, 
1930, when the level was 84.4, present 
prices are lower by 8 per cent. As 
compared with September, 1929, when 
the index was 96.1, they are down by 
19% per cent. The general level in 
September was 29% per cent above the 
low point of 1933 (February), when 
the index was 59.8 and 19% per cent 
below the high point reached in 1929 
(July) with an index of 96.5. 

The upward trend in prices from 
August to September was for the most 
part confined to farm products and 
foods. Nearly two-thirds of the 182 
items showing advances were in these 
groups. Of the 784 items included in 
the index, 477 remained unchanged. De- 


clining prices were reported for 125 
items. 

Raw materials, including farm prod- 

ucts, raw silk, crude rubber and other 
similar commodities, registered an ad- 
vance of 3% per cent and are 20 per 
cent above the September, 1933, level. 
Semi-manufactured articles, including 
such items as leather, rayon, iron and 
steel bars, wood pulp and other similar 
goods, declined by 1 per cent. The 
present index, 71.8, compares with 72.6 
for August and 72.9 for a year ago. 
Finished products, among which are 
included more than 500 manufactured 
articles, rose 1 per cent over the August 
level and are over 7 per cent above a 
year ago. The combined index for all 
commodities, exclusive of farm prod- 
ucts and processed foods, showed no 
change between August and September 
but was higher than a year ago by 3 
per cent. The nonagricultural com- 
modities group, which includes all com- 
modities except farm products, ad- 
vanced approximately eight-tenths of 1 
per cent in the general average to a 
point 6 1/3 per cent higher than a year 
ago. 
An advance of over 5 per cent in 
hides and skins more than offset de- 
creases in leather and other leather 
products, causing the group of hides 
and skins to increase four-tenths of 1 
per cent. Shoes were unchanged from 
the August level. 


"The Suburban Urge" 


Boston, Mass.—The shoe trade is 
responding to “the suburban urge.” 
That’s the new term for the back-to- 
the-country movement. More firms 
have left Boston and other New En- 
gland centres for small towns this year 
than for any year within memory. A 
like movement is reported in some shoe 
centres of the West, also, in other in- 
dustries. 

Traveling salesmen who sell leather 
and supplies now have to make long 
trips among the country towns. Some 
of the travelers who sell shoes have to 
do likewise. Retail trade is good in 
those towns that have new manufac- 
turing enterprises. 


Selling Better Shoes 


JAMESTOWN, N. Y.—Wade Bros. re- 
port 65 per cent of their Fall and Win- 
ter stock of women’s footwear is con- 
fined to styles priced at $7.50 a pair. 
In adopting this price line as a fea- 
tured range for the season, Wade Bros. 
said it has studiously avoided placing 
itself in direct competition with low- 
priced chain shoe store organizations 
and feel that an improvement in gen- 
eral economic conditions in its immedi- 
ate trading area already has stimu- 
lated consumer interest in better foot- 
wear. In its daily newspaper adver- 
tising, Wade Bros. says, “Wade’s shoes 
are more economical than cheap shoes.” 


Clever Shoe Cream Display 


“oth 
y 
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LAKE City, UTAH—The Mary 
Elizabeth Shop’s shoe department, 235 
South Main Street, captures the woman 
shopper’s attention as she walks down 
the main traffic aisle by means of an 
attractive shoe cream display. A pair 
of attractive shoes are placed on a 
platform equipment, with brushes, 
creams and shoe ornaments. Sales on 
these items have been increased by 15 
rer cent since this display was installed. 


DATES TO REMEMBER 


National Shoe Retailers Association An- 
nual Convention (city to be announced 
later Jan. 6, 7, 8, 9, 1935 

National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 


Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 

Jan. 13, 14, 15, 1935 

Michigan Retail Shoe Merchants An- 
nual Convention, Hotel Pantlind, Grand 
Rapids Jan. 20, 21, 22, 1935 

Middle Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 

Jan. 21, 22, 23, 1935 
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SILVER Kip 
AND FABRIC 


Evening Sandals 


IN-STOCK 
Send for Complete Bulletin 


RIO10 Genuine Gold Kid.............- 94.00 
R1004 Genuine Silver 3.35 
R1000 Black Faille, % Stripping Gold 


R1092 Faille, % Stripping Gold 
Ri096 White Faille, ‘Stripping Silver 
RI008 Black Faille, Stripping’ Silver 
Last, Medium Toe,’ i9%/8 Louis Heel 
R1095 Genvine $3.35 
White 2.00 


R1469 Black Faille, Silver K'd Stripping .$2.35 


White Faille, Satin Stripping ... 2. 
24 Last, Full Round Toe, 12/8 Mil. Heel 


Last, Narrow 20/8 Louis Heel 


R1454 Black Velvet, Patent Stripping. .$2.00 
Kid, Patent Stripping...... 2.10 
Bleck. Fa'lie, Silver Kid Stripping 2.10 
R1464 Black Velvet, Silver Kid Stripping 2.10 
R1466 White Faille, Silver Kid Stripp!ng 2.10 


R4168 Black Faille ............. Sores 2.00 
R4170 White Faille 2.00 
42 Last, Med'um Toe, 19%/8 Louls Heel 


~ All above styles carried AA to C widths 
Our white fabrics 5. specially treated for 
eing 


Send for IN-STOCK BULLETIN 
Terms 2% 10 days, Net 30 F.O.B. Factory 


HANNAH SON 


HAVERHILL, MASS. 


| Resident Buyers Aid Campaign 

New York—Representatives of lead- 
ing resident buying offices will be of 
greater aid than ever before in the 
1934 campaign of Federation for the 
Support of Jewish Philanthropic So- 
cieties of New York City, announced 
John Block of Kirby Block and Fischer, 
chairman of the Federation’s Resident 
Offices Division, following a luncheon 
meeting of the division at the Hotel 
Pennsylvania recently. 

Guest of honor and principal speaker 
was Samuel D. Leidesdorf, chairman of 
the Business Men’s Council, the money- 
raising group in Federation, who out- 
lined the crisis confronting the Federa- 
tion. Details of organization were dis- 
cussed, which, it is hoped, will make 
possible speedy attainment of the quota 
ef $7,500 adopted by the division as its 
goal in the Federation campaign to 
meet a deficit of $2,071,000 by the end 
of the year, and so complete a budget 
of $3,655,000 for 1934, 


Rubber Check Passer 


Be on your guard. Somebody is tak- 
ing easy money from choe merchants 
by forged checks and the record now 
extends over 11 years. 

The most recent checks passed are 
alleged to be under the name of J. R. 
Beadow and to have been passed in the 
Pilgrim’s Shoe Store in St. Augustine, 
Fla., and in Sapp Brothers Shoe Com- 
pany, Columbia, Mo. 

The man who is alleged to have 
passed these checks is described as fol- 
lows: About 50 years old, weighs about 
175 Ib., 5 ft. 8 in. tall, nicely dressed 
in medium dark gray suit with pin 
check, slightly corpulent, a convincing 
talker and appears well informed about 
the shoe business. His hair is graying 
slightly. Wore black shoes and fairly 
dark gray hat. 

The man’s practice is to carry some 
shces bearing different firm names or 
trade marks. His photograph is said 
to be on record with the Milwaukee po- 
lice. A warrant is out in Walworth 
County, Wis., and Sheriff George 
O’Brien of Elkhorn, Wis., wants any 
and all information about him. He 
seems to be conversant with the busi- 
ness operations of such concerns as 
Freeman, Weyenberg, Booth and Wein- 
brenner. 


Cordas Store Rifled 


SEATTLE, WasH.—George Cordas, 
shoe dealer and clothier of this city, 


bandits beat a hefty tattoo upon his 
_ head by using their pistols as clubs. 

Alone, with his son. Isidore, 20, in their 
shoe and men’s store at 511 Second 
Avenue, the other evening, Cordas was 
accosted by two men customers, who 
rifled the register and his purse of 
about $80, but the elder merchant went 
after them as they ran to their car. 
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showed that he could take it, when two. 
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He ignored the guns that were drawn 
and the beating over he head, as his 
son joind him in the fight. The two 
bandits escaped, however, and opened 
fire on their victims as they fled, but 
none of the shots took effect—save in 
the window next to the shoe merchant. 
The elder Cordas was treated at the 
City Hospital for head injuries. 


Store 
Changes 


Warshauer Opens College 
Boot Shop 


StockToN, CaL.—The College Boot 
Shop was opened here the second week 
in October by Ben Warshauer at 5 
South Sutter Street as an exclusive 
men’s store, handling a high quality 
line. A busy opening week was ascribed 
in part to Warshauer’s idea of giving 
a ticket to boxing or wrestling matches 
with each pair of shoes. He has been 
in the shoe business here 12 years and 
will continue to operate the women’s 
shoe department at the Stockton Dry 
Goods Company and Smith and Lang’s 
department stores. 


D. Myers Expands 


BALTIMORE, Mp.—The growing de- 
mand for its line of footwear has neces- 
sitated increased production, distribut- 
ing and operating facilities for D. 
Myers & Sons, prominent manufactur- 
ers and distributors of shoes in this 
market. These the concern will have in 
the building at Curtain Avenue and 
Aiken Street, where it has leased the 
third floor containing approximately 
30,000 square feet of floor area, which 
it plans to occupy about Dec. 1, follow- 
ing necessary extensive improvements 
and installation of necessary produc- 
tion, operating and distributing equip- 
ment. An additional elevator and load- 
ing platform will be installed for 
greater efficiency for the Myers’ con- 
cern. 

The D. Myers & Sons, which has 
been prominently identified with the 
wholesale shoe industry of this market 
for many years, having been founded 
by the late David Myers, is headed by 
Elkan R. Myers, its president, and oc- 
cupies large quarters at 17-19 South 
Hanover Street, where it has been con- 
ducting its business for a number of 
years. 


Baker Bros. to Open Branch 


DAYTONA BeacH, FLA. — Baker 
Brothers, of Orlando, have leased a 
store at 206 South Beach street and 
are preparing to open a popular price 
shoe house. Bakers are well known 
as shoe retailers in Orlando and this 
Daytona Beach store will be operated 
as a branch. 
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STRAIGHT FACTS FOR 
STRAIGHT THINKING 


NEWTON D. BAKER, CHAIRMAN 
NATIONAL CITIZENS COMMITTEE 


. It is true that billions are being spent by 6. Two-thirds of all the arrests for crime in- 


the Government in order that people may volve persons between the ages of 15 and 
not die of cold and hunger. 24 years. Millions of boys and girls liv- 
: ing under conditions destructive to char- 
2. But these billions, divided among the acter need the character-building services 
families in need, average for each family of your recreation agencies. 
only about $24 a month. 


7. A man may die of despair, as well as of 


3. And 70% of the free hospital services in hunger, for suicides, numbering 15,368 in 
the United States for the needy sick are 1928, grew .to 20,927 in 1932. This 
provided by voluntarily supported hos- shows that more and more people are ceas- 
pitals. The sick among the unemployed ing to value the only kind of life they are 
number 48% more than among the em- able to attain. 
ployed. 8. America cannot be rebuilt by relief meas- 

ures alone. 


4. Likewise public health nurses, also sup- 
ported by your voluntary gifts, report that 
66% of all their visits in 1933 were in 
homes unable to pay for the service 


rendered. 


9. Your local community chest needs your 
support during this year of rebuilding 
human hope and morale. It supports 
hospitals, clinics, child-care organizations, 
character-building agencies and many 


5. 30% more children have had to be re- ether social services. 
moved from their own homes and cared 10. When you give in your city, you 
for by voluntarily supported children’s strengthen the forces of civilization in 
agencies, the neighborhood in which you live. 


1934 MOBILIZATION FOR HUMAN NEEDS 


This page is contributed by the Publishers 
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AN IMPORTANT CONTRIBUTION E 
si 
TO IMPROVED SHOEMAKING 
[A] The Saddle Insole has become an important feature ? ce 
in the construction of several makes of arch support shoes. 4 | eal 
[B] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of ys 
this feature. The last is grooved so that the insole saddle Ne 
fits perfectly into the recessed section of the last. ” - 
[¢] By the use of this method the saddle fits closer and co 
“more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin bo 
in order to preserve the lines of the last that it is of no At 
Look for this stamp practical value in the shoe. to 
on all shoes made _ 
on “Down To The str 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 


: 
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Volume and Quality Show 
Upward Trend 


Los ANGcELEs, CaLt.—Paul Kirsh, buyer for the 
women’s and children’s shoe departments in the J. W. 
Robinson Company department store, one of the larg- 
est and most exclusive department stores in California, 
states emphatically that the shoe business is decidedly 
on the upgrade. 

“The total volume of sales in our departments,” says 
Mr. Kirsh, “are encouragingly above those of cor- 
responding months last year and the tendency in vol- 
ume is up instead of down or dead level. 

“We notice a decidedly stronger demand for very 
fine shoes, the play on our numbers priced from $16.50 
being so marked that it can mean nothing but a gen- 
eral condition of better business. The average price 
paid for a pair of evening sandals is considerably above 
that paid last year. Y 

“There is another sign which to us looks very good. 
Individuals are buying shoes in much larger quanti- 
ties. It is not out of the ordinary now to sell three 
pairs of fine shoes at once to one customer and that 
was out of the ordinary a year ago. There is a very 
insistent demand for more gorgeous evening shoes, and 
this indicates to me that they are to be worn with more 
gorgeous gowns, all of which to me seem evidence of 
brisker times already here and harbingers of much 
brisker times ahead. 


Elegance Plus Good Taste 


“Elegance tempered with good taste tells the story in 
evening slippers being shown right now. 

“We have not shown such elegant evening slippers 
for a long time. Leaders are fabrics richly adorned 
with metallic treatments; satins with beautiful brocade 
panels; tinsel brocades with strippings of gold and 
silver; all types above mentioned with massive rhine- 
stone buckles, and others of like elegant character. 

“Heels most in demand here are high and pencil-like, 
conducive of a flattering silhouette, becoming to the 
silhouette of the gown. 

“Black and white satin with gold and silver trim are 
very important, also the classic sandals of crepe and 
satin with either high or low heels. 

“Sport shoes in spectator types are still holding, friar 
models and peasant models with high built-up effects 
continue popular. 

“During all of October brisk sales of all-leather heels 
both in oxfords and pumps were a feature of interest. 
Among materials for dress street shoes suede continued 
to hold its lead, with kid second and noveity grains 
third. Fabrics, more particularly gabardines, showed 
strength. The demand for blue which continued start- 
lingly strong later than in former years began to sub- 
side when October was two-thirds past.” 


In Flesh 


An Effective window aids greatly in 
bringing more customers into your 
Store. Display your new evening 
sandals on Fairy Twinkle Toes—These 
attractive forms will do the selling for 
you, because they enable the ob- 
server to visualize the shoes when 
worn. 


SEND FOR OUR FOLDER DESCRIBING 
THE FAIRY TWINKLE TOE FORM 


SHOE FORM CO. 
AUBURN, N. Y. 


Licensed Manufacturing Branches 
United Last Co., Ltd., Montreal, Que. 
England Paris, France 
Melbourne, Australia 


N, h 
Nor 


Frankfort, Germany 


41 : 
| BRING | 
MORE CUSTOMERS 

i : | 


42 


The S clewlipic 


ND now—in Propr- 
Bilt shoes for Spring 
—a refreshing air of 
modern style breathes 
sparkling life into the in- 
creasing saleability of 
the most advanced or- 
thopedic juvenile foot- 
wear. 

The Propr-Bilt spring line 
is ready—ready to in- 
trepret the N. S. R. A. 
Juvenile Style Commit- 
tee recommendations for 
increasing attention to 
children's style and 
added emphasis to or- 
thopedic features. 


Remember that Amer- 
ica's first line of ortho- 
pedic footwear for chil- 
dren—Propr-Bilt—is first 
in sound features, first in 
quality and first in styl- 
ing. 

The Propr-Bilt represen- 
tative can show you how 
to substantially and per- 
manently increase your 
business. It's worth talk- 
ing over. Write to 


DONNELL 


SHOE CONAPANY 


New York Office, 53! Marbridge 8idg. 
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Trebark Wins Acceptance 


CoLumsus, OHnI0o—“Trebark is the 
new type of leather which is now gen- 
erally accepted and I believe is destined 
to become more popular for the coming 
60 days and possibly longer,” declared 
Clyde Martin, buyer for women’s foot- 
wear at the Union. Mr. Martin de- 
clared that this new type of leather, 
which is simply suede embossed, lends 
itself to smart shoes and is being called 
for by customers. The shiny patent 
leather trimmings used on the trebark 
leathers and unusual stitchings are out- 
standing features. 

Mr. Martin declared that suedes in 
both black and brown have been un- 
usually good and are still selling fairly 
well. Browns sold equal to blacks, 
which is another rather unusual trend. 

Kids are expected to come into the 
picture more prominently soon, and 
black and brown are expected to be the 
best colors, although blues are also 
showing considerable popularity. 


Peasant Type Sport Shoes 


Los ANGELES, CALIF. — Fabrics in 
panel effects, Eton cloth leading among 
fabrics, with generous calf or kid trim, 
are in real demand at the J. W. Robin- 
son Company’s fine shoe department, 
according to Paul Kirsh, buyer and 
manager. 

As a matter of fact the fabric, rather 
than the leather might be considered 
the trim in these shoes, the fabric being 
used largely for character and inter- 
esting design. 

Another very popular number is a 
llama calf with a fabric area giving a 
spat effect. A feature of this fabric, 
whether in black or brown, is a subtle 
white thread dimly appearing in the 
background of the weave. Mr. Kirsh 
has been very much pleased with re- 
sponse to this number. 

A kid, either black or brown, with 
a patent trim on tip, fox, and stay, and 
with an outstanding decorative design 
of cross stitching on the tip, has proved 
to be a winner. 

In sport shoes the peasant type giv- 
ing the English country effect has gone 
ever big. These quaint numbers come 
in black, russet, and brown. The heavy 
demand for them, Mr. Kirsh states, 
is not due wholly to the fact that they 
are unique and quaint, but also to the 
fact that they are comfortable and fit 
well. 

Among the “steadies” suedes with 
smart stitched and piped effects, in 
black, brown and blue, are yielding the 
major volume in every day sales. 


Takes on New Lines 


New Haven, Conn.—Samuels Shoe 
Shop has taken the agency for Ground 
Gripper and Cantilever shoes for New 
Haven, also physical culture children’s 
shoes. The store will continue to oper- 
ate under its own name as heretofore. 
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Home Trade Store Celebrates 


MINNEAPOLIS, MINN. — The Home 
Trade Shoe Store is celebrating its 
40th anniversary. Edmund C. Bates 
founded the institution in 1894 and 
still is manager. Besides the main 
store at 217-233 Nicollet Avenue, a 
second store has been in operation at 
924 Nicollet Avenue since 1928. 

Mr. Bates, president and treasurer 
of the organization, recalls that he 
started with less than $300 capital. 
Sales have increased from an original 
total of $103, the first day, to about 
$1,000,000 a year at the peak. Of the 
55 employees, six have been with Mr. 
Bates 30 years or more, and 24\more 
than 10 years. In the last 25 years 
$2,214,903.99 has been paid employees 
in salaries and bonuses. Gordon R. 
Bates, a son, is vice-president; Otto E. 
Wieseke (1901), secretary; E. J. Gag- 
non (1896), director. 

Mr. Bates, when 11 years old, en- 
tered service with the former Charles 
Heffelfinger Shoe Co. and in 15 years 
saved enough money to open his own 
store at 211 Nicollet Avenue, where it 
remained a year. 


F. R. Morris Holds Clinic 


ATLANTA, GA.—F. R. Morris, ortho- 
pedic specialist for Propr-Bilt shoes, 
well-known children’s line of footwear, 
was at the children’s shoe department 
of the Davison-Paxon Company on Fri- 
day and Saturday, Oct. 12 and 13, 
making X-Ray examinations of chil- 
dren’s feet and prescribing exercises 
for those needing foot-strengthening. 
— was a fine attendance at his 
clinic. 


To Reopen Shoe Store 

PATERSON, N. J.—Irving Lefkowitz, 
who was associated with his father, the 
late David J. Lefkowitz, for 23 years 
in the shoe business at 214 Market 
Street, has reopened the store at that 
address with a line of men’s fine shoes. 


Schiff Store at Indianapolis 


INDIANAPOLIS, IND.—The Schiff Shoe 
Store was opened here Oct. 20 at 140 
East Washington street. The company 
already operates three similar stores 
in the city, dealing in moderately 
priced shoes. Shoes for the entire 
family will be carried. 

The appointment of Harold G. 
Walden as manager of this store has 
been announced by Irving Silvers, di- 
rector of the company. Mr. Walden 
started as a salesman for the company 
and rose to become manager of stores 
in South Bend and Elkhart. 


Merit Opens at Evansville 


EVANSVILLE, IND.—The Merit Shoe 
Company has opened a store here at 
422 Main street. R. E. Milhollin is 
the local manager. 
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Will Knight Streamlines Store 


PorRTLAND, ORE. — Will Knight, 
“grand old man” of Oregon’s retail 
shoe trade, is preparing to move the 
Knight Shoe Store to its sparkling 
store in the Royal Building early in 
October, when his expansion program 
will be carried out with enlarged space 
and more complete lines of women’s, 
men’s and children’s shoes. Innovation 
will be separate compartments for 
men’s and women’s sales. 

A streamlined white and silver in- 
terior is being created in the new store- 
room adjoining the old. Mr. Knight has 
been located in the Royal Building for 
close to a quarter of a century of shoe 
service. His remodeling and decorat- 
ing program now proceeding at the 
new store is,.costing in excess of 
$10,000. 


Flodines in New Home 


RIVERSIDE, CALIF. — Flodine’s Foot- 
safe Shoe Company has moved from its 
former location at 3908 Main Street to 
its new home at 3639 Main Street. 

The new location is directly across 
from The Mission Inn, world famous 
hostelry created by Frank Miller, the 
real business center of the city. 

The new store is 16 ft. wide and 100 
ft. deep. The fitting room is 16 by 
50 and the remaining space, partitioned 
off from the main store, is occupied by 
a@ modern repair service and by stock 
rooms. 

Henry Flodine, the owner, has been 
in the shoe business for many years 
and has managed stores at Minneapolis, 
and Mankato, Minn., Fargo, North 
Dakota, and Long Beach, Calif. The 
new store is attractively decorated, is 
semi-salon in arrangement and fea- 
tures only quality shoes for men, 
women and children. 


Fyfe Department Rearranged 


Detroit—A new layout of floor ar- 
rangement has been put in by Frank 
Wood, manager of the exclusive wom- 
en’s shoe department on Fyfe’s third 
floor. A pair of cases, about 12 and 15 
ft. long, one with a curved end, have 
been placed in a diagonal opposite the 
elevator. They are currently devoted 
to evening slippers, in silver. Back of 
this wédge layout is a double row of 
seats for customers, occupying one nook 
of the large floor space. The new ar- 
rangement is unusually effective for 
display, securing attention from the ele- 
vator, and from all positions on the 
floor, except directly back of the count- 
ers. 


Opens Singer's, Inc. 


Bay Criry, MicH.—A new shoe store 
located at 1161 Seventh St. has been 
opened under the management of Mor- 
tis M. Singer. The store, which is 
called Singer’s, Inc., specializes in 
ladies’ shoes. 


cut down 
on customer 
walk-outs 


The world’s smoothest shoe salesman 


There’s a new and highly successful T.O. (turnover) operat- 
ing in several thousand shoe stores. It’s the T. O. to Trim- 
foot, the world’s smoothest shoe salesman. 


Trimfoot is a dainty device that almost magically relieves 
the torture of metatarsal pains and callouses. It fits smoothly 
and unobtrusively into the lightest shoes. 


Whenever a walk-out is threatened because metatarsal and 
callous pains are interfering with a comfortable fit, the in- 
troduction of Trimfoot works wonders. The sale is saved, 
and a prospective “knocker” is converted into a loyal “boost- 
er” for your shoes and service. 


YIELDS TWO PROFITS 


In addition to the profits from the shoe sales it saves, Trim- 
foot yields a nice profit of its own, as it provides a 100% 
mark-up. 


Any intelligent salesman can fit 
Trimfoot in a few seconds. Sim- 
ply try it in the shoe to check 
correct position —then pull off 
paper protecting the adhesive— 
and apply. Once inserted, it be- 
comes a permanent part of the 
shoe— its presence known only 
to the wearer. 


List Price 600 


Dozen Pairs 


Retail Price $100 


Poir booklet —''Here’s How.” 


Remember: Slip inTrimfoot and save the sale. 


Prove its value. Order a few trial 
pairs now. Write today for a Free 


WIZARD 
ST. LOUIS, MO. + 


COMPANY 
WALSALL, ENG. 


FRIENDLY 


VI 


Come to the Bismarck 
for luxurious comfort 
.-. good food ... and 
that elusive some- 
thing called “friendly 
service’’ that makes 
you feel rightathome. 
Every modern hotel 
convenience is here 


at your beck and call. 
Rooms with bath, $3.50 up. 
Rooms without bath, $2.50. 


Write for booklet with 
map of Chicago. 


BISNW 


RANDOLPH CAGO 
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e In Choosing Your 
New York Hotel 


REMEMBER THESE 
SPECIAL FEATURES 
of the NEW EDISON 


© Sun - Ray Health Lamps 
© New York’s Newest Hotel 
© In the Heart of Times Square 
© Five Minutes to 50 Theatres 


© 1000 Rooms e 1000 Baths 
@ 1000 Radios 


e Extra - Large - Sized Rooms 
Many Windows — Large Closets 


e@ Extremely moderate rates— 


Single from $2,50 day 
Double ” $4,00 ” 


A7 ST. JUST WEST OF BWAY 


on EC W 
JOHN b. HORGAN GENERAL MANAGER 


yo R K ® 


Obituary 


William H. Emerson Dies 


Brockton, Mass.—William H. Emer- 
son, well known shoe executive, and for 
many years identified with the firm of 
Churchill & Alden, died on Wednesday, 
Oct. 17, in his seventy-third year, after 
a long illness. 

Mr. Emerson started his career at 
West Charlton and in 1886 became as- 
sociated with L. M. Reynolds & Co., 
shoe manufacturers. He later became 
identified with the firm of Churchill and 
Alden, where he devoted 20 years of his 
life, eventually becoming credit man- 
ager and vice-president. He took an 
active part in the development of the 
Ralston Shoe, and over a period of 
years was very active in civic affairs 
of his city. He occupied the position of 
sinking fund commissioner for many 
years, and was particularly active in 
Liberty Loan drives during 1917. 

Funeral services, which were held 
from his residence, with interment at 
Melrose Cemetery, were attended by 
many shoe executives in the Brockton 
and South Shore district. 


C. H. Feltman Killed in 
Auto Crash 


Cuicaco—C. H. Feltman, son of 
Charles H. Feltman, head of the Felt- 
man-Curme Shoe Stores Company, was 


killed Oct. 20, in an auto collision while 
he was driving on a hunting trip near 
Tempe, Ariz. Young Feltman was an 
executive of the shoe company. He and 
his wife, Mrs. Esther Lewis Feltman 
were both graduates of Northwestern 
University, class of 1923. They moved 
to Phoenix shortly after their marriage. 
There are four children, Charles, 8; 
Susan, 6, and Harry and Henry, 3-year- 
old twins. The father, Charles H. Felt- 
man, lives at 800 Sheridan Road, Wil- 


mette. 
Carroll E. Besse 


Carroll E. Besse, of Besse, Osborne 
& Odell, Boston leather merchants, 
died last week, age 43. He was born in 
Albion, Me. He was a member of 
Aleppo temple and other Masonic 
bodies. He is survived by his wife, his 
daughter, his parents, Mr. and Mrs. 
Everett B. Besse of Albion, Me., two 
brothers and two sisters. 


What's 
Selling 


Autumn Outdoor Shoes 


LYNN, MAss.—Retail stores here are 
selling pleasant walking shoes, an old 
style under a new name. It’s a bit of 
a new merchandising idea. They sold 
a lot of beach and bathing shoes on 
the argument that folks should be out 


of doors for the sunshine cure in the 
summer. Now they’re adapting that 
idea to the Autumn, arguing that folks 
should be out of doors in the brisk and 
bracing weather. It’s good for brawn 
and brain. 

There’s little sense, or business, in 
restricting sales of out-of-door shoes to 
the summer season. It dulls down trade 
to do so. Remember what happened 
when folks stored their automobiles the 
winter through. The motor industry 
worked up the habit of using the car 
the year round, and thrived on that. 
It might be likewise for shoes. 


STYLE CONTROL 


BOSTON—Style regulation, as demanded 
by designers every now and then, is really 
old stuff. When Edward Ill was king of 
England, which was along in 1365, the shoe- 
makers got to making shoes with extra long 
toes, pioneers of the toothpick toes which 
some of the elders remember. Toes got so 
long that folks stumbled over them. So the 
king issued a royal order forbidding shoes 
with toes more than two inches long, and pro- 
viding that any shoemaker who broke this style 
law should be fined 20 shillings. 

But this law applied only to "the unprivileged 
classes." The lords and nobles were permitted 
to wear shoes with toes as long as they pleased. 
There was no democracy of style those days. 
But there was style revolt. "The unprivileged 
classes," being forbidden long toes, started 
on wide toes, and they had the shoemakers 
get out some with toes six inches wide. Then 
the government put on the heavy hand aga's, 
and forbade broad toed shoes, or, at least, 
toes of uncommon width. 
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Sign Post of Progress 
[CONTINUED FROM PAGE 19] 


time merchants do not now fully grasp 
the fact that they need more light in 
their stores, both interiors and win- 
dows. Money saved on lighting stores 
is an expensive saving. 

These merchants have seen Penney 
come to town, taking a good slice of 
their farm business. Will they let the 
chains come in with their modern stores 
and take a piece of their town and fac- 
tory business? 

Some of the merchants asked me 
what to do about it and I was brutally 
frank in telling them that there was 
only one way out for them if they 
hoped to stay in business. Modernize 
their stores and go in for cooperative 
shoe store advertising in a consistent, 
forceful manner. 

Now let’s visit these retail shoe men 
of Ottawa. 

Rudolph Claus, who with his brother 
operates the store established by their 
father in 1865 (E. Claus Sons), ques- 
tions if a nice modern store wouldn’t 
do them more harm than good in that 
they have a good farm and factory 
trade. Now he knows that business is 
picking up, especially since he has com- 
menced tu advertise Preventive shoes. 
Claus believes the salvation of the re- 
tailer lies in promoting preventive ad- 
vertised footwear. His store service 
includes an X-ray machine, which with 
the named brands of shoes that he car- 
ries gives him a strong hold on his 


trade. 


Joseph Megaffin has been fitting shoes 
here in Ottawa for 44 years. As a re- 
sult of these many years of fitting ser- 
vice, he is of the opinion that in small 
towns, individual service counts for a 
whole lot. He finds that folks nowa- 
days are rather fit conscious. They 
not only like to be well fitted but de- 
mand to be. As far as he is concerned, 
he is pretty well satisfied to continue 
along with the same store, the same 
kind of good shoes he has sold for many 
years, 

Now there is an entirely different 
version expressed by L. C. Brand. 
Brand has good smart windows, as he 
and his assistant get a lot of fun out 
of building interesting interior and 
window displays. As he sees it, the 
independent store has an awful fight on 
its hands. People do like to shop and 
they very often forget old associations. 
Sometimes they will swing to mail 
order houses and again to chain stores. 
Somehow they get the idea that chains 
and mail order houses sell cheaper. 

It is up to the independent merchant 
to square off and fight. 

O. W. Fox has been flirting with the 
idea of a new front for six months or 
more, and now he is going to have one. 
His store has gone over the jumps in 
changing grades. They went down a 
little bit, now they are back where they 
were five years ago. 

Right across the street is P. J. Mc- 
Manus. He is in the same block and 
only a few doors away from this smart 
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new chain store that has just come to 
town. McManus never has featured 
cheap shoes as he figured he would be 
licked before he started by the chains. 
What is more, he is mighty glad he 
never went below $5.00, because people 
are buying much better shoes this Fall. 
He told me how he had bought two pat- 
terns that looked practically alike, one 
sold at $6.00 and the other at $8.85. 
After two weeks selling the $8.85 shoe 
was all shot as far as sizes were con- 
cerned, and the $6.00 shoe had never 
started. Here was his parting mes- 
sage: “I have sold good shoes in this 
town for 20 years and always made 
money on them, and that’s how I am 
going to continue.” 

As Mac owns his own store, he, too, 
has the bug for a new front. ‘ 


Propose Hide Disposal Plan 


New YorkK—At the annual meeting 
of the Tanners’ Council of the United 
States, held in Chicago on Oct. 18, 1934, 
the sense of the entire industry was 
expressed in the following resolution, 
which was then ordered sent to the 
proper Governmental officers. 

“Resolved: A) If the hides and skins 
taken off September 5, 1934 and there- 
after owned by the Government 
for its disposition are not to be proc- 
essed into Leather and Leather prod- 
ucts, it is the sense of this meeting 
that the proper Governmental author- 
ity—in this case the F.S.R.C.—should 
give to the industry the assurance that 
they will be marketed with the advice 
and assistance of representatives of 
the industry and in accordance with 
the Tanning Industry’s original pro- 
posal to such Governmental agencies; 
namely, not below 9c. (basis of light 
native cows with proper differentials 
for other hides and calfskins) before 
July 1, 1935 and thereafter not more 
than 5 per cent per month in volume, 
below that basis. 

“B) After such date, September 5, 
1934, all hides and calfskins Govern- 
ment owned should be put up for sale 
in their established commercial weights, 
selections, and grades, so that the hides 
could, if desired, be subject to Hide 
Exchange inspection. Such procedure 
will insure a wider market at fair 
prices, if the hides and skins are sold 
and their intelligent assignment to 
various uses if they are processed. 
Failure to put such hides and skins 
into their established commercial 
weights, selections, and grades, greatly 
complicates the task of dividing them 
properly for processing. If such hides 
and skins are sold, such failure would 
limit the market to a” comparatively 
few tanners who may be in a position 
to purchase them, if such classes are 
left wide and unstandardized. 

“Further, be it resolved that the 
Tanning Industry are unanimous in 
their request that every Governmental 
agency whose responsibility it may be 
to purchase shoes or other materials 
which should be properly made from 
leather for sufferers from the present 
emergency, be instructed that such 
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shoes or other materials be made only 
from leather so long as the present 
emergency exists. 

“And further, be it resolved unan- 
imously that this meeting, represent- 
ing the entire Tanning Industry of the 
United States, express its appreciation 
at this time of the helpful and sym- 
pathetic attitude of the representatives 
of the Agricultural Interests and as- 
sure them of our complete cooperation. 
We recognize that such interests were 
of inestimable help in the emergency 
and we would assure them that the 
Tanning Industry recognizes the im- 
portance of such aid and offers this 
resolution in such recognition.” 

The resolution was signed by L. J. 
Robertson, Chairman of the Board, 
Tanners’ Council of America. 


IN CHICAGO 


GREAT NORTHERN 
Youn HOTEL 


A hotel of real character. Right in 
the heart of everything. Conven- 
iently located to all downtown 
business buildings, shops, theatres, 
civic attractions and all transpor- 
tation. 


400 ROOMS... 400 BATHS 


Large, modern, comfortable, 
newly furnished rooms. Friendly 
service, personal courtesy. 


Delicious food—popular priced 


coffee shop and restau- 
rants. Make reservations 
now. 


JACKSON BLVD., DEARBORN, QUINCY STS, 


CHICAGO 
EARL L. THORNTON, Vice-Pres. 


=| 
Make the 
NORTHERN 
3 HOTEL | 


JUSTIN BOOTS 


Black Kid 
Ne. €00—Top Grade 
Wem. Miss Child. 
$1.85 $1.30 $1.25 


TAP 
DANCE 
SHOES 

In 

BLACK CALF 

PAT. LEATHER Stock 

$1.55 


= Owens SHOE CO. = 
—— 28 Goodhue St., Salem, Mass. — 


Shoe Trees 


QUICK PROFIT ITEM + 50}: 


SIMPLEX SHOE TREES 
SELF ADJUSTING 


A. 


Simplex 


SHOE TREE 


West Opens at Springfield 
SPRINGFIELD, Mass.—West Shoe Co., 
Inc., retail, 12 Vernon Street, on Oct. 
19 celebrated its fifth anniversary with 
a three-day 10 per cent reduction sale. 
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GRANDS Rapips, MicH.— Realizing 
that the variety of sizes and shapes of 
feet which can be fitted from stock are 
hard for the average person to visual- 
ize, Paul Steketee & Sons, downtown 
department store, arranged a novel 
window display depicting the complete 
range of its stock. 

On 12-foot strips of white wallboard 
squares were painted in black, with the 
shoe last size indicated on the left 
margin and the shoe size on top, similar 
to the way ordinary business graphs 
are prepared. The display was slanted 
for the lower half, while shelves were 
constructed for the upper half. Then, 
in every standard shoe size the store 
carried in stock, a shoe of the right 
size was placed in the proper square. 

“The reason Steketees fit shoes prop- 
erly,” lettering across the back of the 
display declared, was because “We have 
a complete range of full and half sizes 


Window Shows Fitting Range 


carried in all widths. And a force of 
trained salespeople.” 

To the right of the display a framed 
exhibit showing how shoes are manu- 
factured and the parts going into them 
was set up. An illuminated sign stated 
the secret of proper fitting was giving 
the arch support in the proper place. 

The window was prompted by the 
appearance in Grand Rapids of Mel- 
ville N. Timm, representative of the 
Selby Shoes Co., to offer free consulta- 
tions on Arch Preserver Shoes, for 
which the store is a dealer. Under 
brilliant lighting the display attracted 
attention not only of window shoppers 
but of automobilists. Store officials 
declared that the public has been made 
“graph-conscious” in the past few years 
and that the form of the display en- 
abled them to put over the story of the 
wide variety of sizes and shapes carried 
in stock better than any written words. 


Co-Operative Shoe 
Announces New Policy 


BrockTon, Mass.—In announcing a 
brand new price policy available for re- 
tailers featuring popular-priced shoes, 
Eugene M. Rivers, sales manager of 
the Brockton Boot and Shoe Co., last 
week disclosed to his salesmen at their 
annual Fall sales meeting a distinctly 
new merchandising plan which offers 
dealers the well-known Co-Operative 
line of shoes, with the dealers’ brand or 
unbranded, including 57 in-stock styles, 
together with many novel merchandis- 
ing helps. 

Indications point to an unusually 
successful trip for the salesmen repre- 
senting this house, who will introduce 
the new lines to the trade this week. 
Adhering to the workmanship that is 
characteristic of the production of this 
firm for more than 40 years, the line 
to be merchandised under this new plan 
contains the qualities that made many 
friends for Co-Operative shoes over a 
period of years. The new policy offers 
a finer and more diversified range of 
desired styles within a uniform price 
range, together with an in-stock de- 
partment that makes this “New Deal” 
worthy of its name. 

The following salesmen were present 
at the sales conference held last week 
at Brockton: Henry G. McGeary, Michi- 
gan and Ohio; J. H. Gobel, Illinois and 
Indiana; George F. Dyer, New York 


City; John J. Kelly, New Jersey and 
New York; Harry P. Fitzpatrick, east- 
tern Pennsylvania and eastern New 
York; Harry Smith and Ray Smith, 
New England; R. Seal, Pacific Coast; 
Edward J. O’Connell, western Pennsy]l- 
vania and western New York; E. G. 
Fulchum, North and South Cardlina. 


News of Holiday Hosiery 
[CONTINUED FROM PAGE 21] 


important in the early season, will, 
without doubt, have seen their best days 
by the first of December. Medium 
shades will be wanted at that time to 
wear with the lighter, brighter dresses 
that always come with mid-season. 

This year evening shades should be 
more important than last, because eve- 
ning business in general is better. In 
the East, these light colors are high 
fashion news, also for formal daytime 
wear. Sheer black as an evening nov- 
elty is expected to carry into Decem- 
ber, and should be included in Christ- 
mas displays, although it does not war- 
rant a heavy investment. In general the 
stores that do Christmas business with 
the least grief are the ones that con- 
centrate on the conservative middle 
colors. It is easier often to sell a 
glamorous shade as a gift, but the 
parade of customers coming back for 
exchanges can make the post Christmas 
week a most depressing period. 
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Riding, Cowboy and Lace Boots 
Write for Catalog X 
Ballet Slippers 
BALLET SLIPPERS 
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sales messages on cards. 


Size: 144” x 2%” 


nations and blanks. 
| dozen 25¢ 6 dozen $1.10 


Chicago, Illinois 


CHRISTMAS PRICE TICKETS, 
WINDOW DISPLAY CARDS, and COLORFUL 
BACKGROUNDS NOW AVAILABLE 


Write for colored circular illustrating beautiful 
backgrounds; also for samples of tickets, and 


> 
O 


Appropriate Holiday designs in bright greens and 
reds on snow-white backgrounds. These Christ- 
mas tickets will create the Holiday spirit needed 
in your windows. Available in popular denomi- 


Check with order, please, unless C.O.D. preferred. 
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Merchants Service Department 2 
209 South State Street 


12 dozen $2.00 
gundy Kid. 


the product of specialization 


STOCK 


Either of the above styles ready for imme- 
diate delivery in Tan, Black, Blue and Bur- 


4] 


NERS SLIPPERS 


UW 


DANVERS SHOE 


NEWBURYPORT MASS 


Wheeler Heads Maine 


Shoe Men 


PorRTLAND, Me.—Galen Wheeler of 
the Wheeler Toms Company was elect- 
ed president of the Maine Retail Shoe 
Merchants Oct. 22 at the Elks Club. 
Daniel Marshall of the Lamey Welle- 
han Co. was elected secretary, and 
Charles Davis, Davis, Cartland Co., 
treasurer. 

The retiring officers are: Roy Whit- 
more of the Whitmore-Sawyer Shoe 
Shop, president; Stephen Gaffney, 
secretary, and Maynard Dean, trea- 
surer. 


Columbus Shoe Club Meets 


CoLumsBus, On10—The first meeting 
following the vacation period of the 
Columbus Shoe Club was held at its 
permanent headquarters at the Deshler- 
Wallick Hotel, Oct. 23, with a fair at- 
tendance. 

It was planned to start a member- 
ship campaign with Dr. L. H. Collins 
as chairman of a rather large commit- 
tee. The next meeting is scheduled for 
Nov. 18, when the membership com- 
mittee will report. 


Early Spring Orders 


Boston, Mass.—Orders for spring (1935) 
shoes have been booked by Boston firms. 

ey come from buyers in California, Florida 
and other southerly states. Some shoes 
ordered correspond to winter resort styles. 


Louisville Shoe Men Organize 


LOUISVILLE, Ky.—At a meeting last 
week presided over by J. C. Fedler, Jr., 
director of the National Shoe Retailers’ 
Association, the Louisville Retail Shoe 
Men’s Association was formed, about 
20 members being present. <A. C. 
Greiner, manager of the Friendly Shoe 
Store, was elected president; Bernard 
Feige, vice-president; secretary, Ar- 
nold Herron, and treasurer, Walter 
Hancock. 

A membership drive is on and the 
membership has already been in- 
creased to 30. The organization, formed 
to promote the interests of the retail 
shoe men, expects to function 100 per 
cent, and in Mr. Greiner, the president, 
they have one of the most progressive 
shoe men in Louisville. 


Excelsior Salesmen Leave 


PORTSMOUTH, OHI0O—Salesmen of the 
Excelsior Shoe Co. received their 
Spring samples Oct. 25 and left for 
their territories, with every feeling of 
optimism. The company now manu- 
factures two lines, the former boys’ 
and men’s line and the newer line, 
which is girls’ and young women’s 
shoes. The new line is being marketed 
at the Betty Ann models and is being 
extensively advertised, according to J. 
D. Williams, general manager. 


Honor Past Presidents 


PHILADELPHIA, Pa.—A dinner, ten- 
dered as a testimonial to the past presi- 
dents of the organizaiton, was held 
by the Philadelphia Shoe Travelers As- 
sociation on Saturday, Oct. 13. The 
affair, held at the Hotel Adelphia in 
this city, proved to be one of the most 
enjoyable meetings held of recent date 
by this exceeding live group of shoe 
salesmen. 

Past presidents were the official 
guests, and from Arthur Raphael, the 
second to hold that office, William 
Schoell the first president, having since 
died, up to the immediate successor of 
the present executive, there were only 
two breaks in the succession. 

After a very delightful dinner, in- 
formal talks were given by all of the 
past presidents, reviewing the work 
done by the association for the advance- 
ment of the traveling profession, and 
the good fellowship it has engendered 
in the upward of 16 years of its ex- 
istance. 

The president, Charles J. Scanlon, 
spoke of the present activities of the 
association, and other speakers among 
those present commented upon the fact 
that the membership had been main- 
tained at a high standard and of rea- 
sonable size during the period of the 
depression, and indicated that increases 
in strength might be looked for from 
now on. 
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Women's Shoes 


KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 
IN STOCK 
VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 


=" FELT FOX BALS ® 


GENUINE HAND TURNED 


IN STOCK 


3-9 Width EE 
Red felt lined 


en... 
as illustrated. Black kid 
4 and fox with felt 


4625 
rn felt with Stack 
kid side patch and 
front seam. 


ABBOTT BROS. SHOE CO. 
ANDOVER, MASS. 


Hosiery Protectors 


STOCKING HEEL PROTECTORS 


Will not buckle 
or slide in the shoe 


Formed of one and 
= bool at both back and the sides. Per- 

fit is pt by cutting this protector 
- + same pattern as shoe les use in 
cutting counter linings for s| 


DORN & BADGER 
CLEVELAND - 
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New Louisville Store Has 
Modern Design 


1934 


Modern and attractive store opened recently by W. L. Douglas Shoe Co. at 409 So. 


Fourth Street, Louisville, Ky. 


W. D. 


Hancock is manager of this store. 


Beck Granted Certificate for Va. 


RicHMOND, VA. — The A. S. Beck 
Shoe Corporation, a New York cor- 
poration, with principal office in Vir- 
ginia at Richmond, with Thomas B. 
Gay in charge, has been granted a 
certificate of authority by the Virginia 
State corporation commission, to do a 
retail shoe business. Maximum capital 
is $200,000. 


Guild Opening November 19th 


New York — Members of the Shoe 
Fashion Guild of America, Inc., have 
set the week of November 19 as the 
date for the opening of their Spring 
lines. This will be the second time a 
definite starting time has been set for 
the opening of their lines. 

This simultaneous showing is ex- 
pected to facilitate buying and offer 
an opportunity of seeing a complete 
array of the ideas and creations that 
have been originated for the Spring 
season by the members of the Shoe 
Fashion Guild. 

— 


Bold Bandit Robs Seattle Store - 


SEATTLE, WASH.—Allan’s Shoe Store, 
1826 Second Avenue, was entered by a 
lone-wolf robber the other afternoon 
who calmly bound three men with rope 
and adhesive tape, imprisoned a fourth 
man and three women in a closet, took 
his time looting the store and pockets 
of those about, then went off, locking 
his prisoners within. 

Inasmuch as the bandit was 15 min- 
utes late, the $400 cash receipts of the 
store having just gone to the bank, he 
only stole about $56, but gave un- 
pleasant experiences to Abraham Free- 
man, proprietor; E. J. Noren, manager, 
and Harry Cane, clerk, whom he bound 
after forcing them behind the counter 
at the point of his gun. As he was 
doing this, a woman customer entered. 
He immediately put her in the closet 
in the rear. When L. E. Davis, an- 
other clerk, came back from lunch, he 
was shoved into the closet, too, and was 
followed there by two more female 
customers as they entered while the 
bandit was pulling off the job. 

In order that police would not be 
notified too soon, the bandit pulled the 
telephone from the wall as he passed 
out of the store and locked the door. 


"Dollar Makers" 


“Dollar Makers” is the intriguing 
title of a new volume by George T. 
Eager, well known advertising execu- 
tive, which proves fully as fascinating 
as it name implies, to the reader who 
is interested in successful selling ideas. 
There are 197 pages of text and every 
page tells the story of a selling stunt 
that has worked. They are true stories, 
gathered from Mr. Eager’s wide ex- 
perience and varied contacts. Con- 
sequently they cover many lines of 
business, but each idea has been selected 
because it contains something funda- 
mental in the science of salesmanship 
which makes it applicable to other in- 
dustries as well. ; 

In these days when sales promotion 
is the big objective in every line of 
trade and industry, there is hardly a 
merchant, salesman or sales executive 
who would not derive profit from read- 
ing Mr. Eager’s book. - 

The volume carries an interesting in- 
troduction by Bruce Barton and is pub- 
lished by Greenberg, New York. 


Sponsors Radio Program 


Fr. WortH, Trex.—Kinney’s Shoe 
Store, 311 Houston Street, in Fort 
Worth, is one of the sponsors of Radio 
Station KTAT’s “Kiddies Klub of the 
Air,” which is held each Saturday 
morning at the Texas Hotel in Fort 
Worth. Prizes amounting to $150, and 
consisting of bicycles, skates, toys, dolls, 
etc., will be awarded to the children who 
have the largest number of votes. 

At Kinney’s, 500 votes are given for 
each pair of shoes sold, whether men’s, 
women’s, or children’s shoes. Kinney’s 
is the only shoe store in the club, and 
the children are flocking there with 
their families to get their shoes—an( 
votes—according to A. W. Langston. 
manager of Kinney’s. 


48 
WHERE | 
. 
| 
Send for 
FREE 
BoM SAMPLE 
$18.00 Gross 


BOOT AND SHOE RECORDER, November 3, 1934 


“How nice 
they look inside!” 


Successful retailers know 
that the inside as well as the 
outside of a shoe must be neat 


and trim in appearance. 


Du Pont Pontan Quarter Lining, 
because of its uniformity and 
practical working qualities, is at- 
tractive in appearance and will 


impress the customer favorably. 


It is furnished in white, gray, fawn 


and other appealing colors. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Children's Footwear 


MBS. DAY’S IDEAL BABY SHOES 


MOST 
DEMANDE 


Consistent advertising, 
expert best 


1934 fabrics 
les and sizes IN STOCK 

FOR IMMEDIATE DE 

LIVERY. Write NOW 


Predicts Good Season 


CoLtumsus, OHI0—The Walker T. 
Dickerson Co. started their travelers 
on the road Oct. 12 with the new Spring 
samples, which included a number of 
novel lasts as well as the staples in kid, 
etc. According to Walker T. Dicker- 
son, head of the company, the prospects 
for business are exceedingly good. The 
company is now cleaning up its Fall 
line of shoes and shipments are un- 
usually large for the time of the year. 
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Well Known Shoe Men in 
New Modease Firm 


Joseph M. Dodd 
Vice President 


New YorK.—Raymond P. Morse, 
well known in the shoe trade, heads the 
new organization of Modease Shoes, 
Inc., as president. Long a leader in 
the manufacture and distribution of 
the better grades of footwear, and as 
founder and former president of the 
Cantilever Corporation, Mr. Morse is 
known throughout the industry, and 
his host of friends predict success for 
him in his new undertaking. 

Associated with Mr. Morse in the 
new company are: Joseph M. Dodd, as 
vice-president and secretary, and Ever- 
ett A. Drew, as treasurer. Mr. Dodd 
has had a lifetime of experience in 
manufacturing and selling quality 
shoes and has been an important fac- 
tor in the styling and construction of 
the new Modease shoe. Mr. Dodd will 
be remembered in connection with his 
career with the J. & T. Cousins Com- 
pany. Mr. Drew, who is also vice- 
president and sales manager of the 
Irving Drew Company, adds great 
strength to the direction of Modease 
policies. 

Supplementing the efforts of these 
executives will be a sales organization 
of experienced shoe men. Included are 
such well-known individuals as Harry 
N. Wheeler (in the southern territory), 
who will be remembered for his very 
successful record in selling women’s 
shoes for the Edwin C. Burt Co., then 
Cantilever, and also N. D. Dodge’s 


Raymond Morse 
President 


Everett A. Drew 
Treasurer 


Shoes; George B. Jordan (on the Pa- 
cific Coast), for many years represent- 
ing The Edwin C. Burt Company, sub- 
sequently Morse & Burt, and then Can- 
tilever Corporation; H. A. Kalt, well 
known throughout the New York and 
New Jersey territory as a representa- 
tive of Cantilever shoes; Ralph C. Burt, 
popular representative of the Irving 
Drew Company, will be active in Penn- 
sylvania. 

The Modease name will be remem- 
bered as a brand of The J. & T. Cousins 
Shoe Company of Brooklyn, N. Y. The 
new Modease shoe, however, is of en- 
tirely new design and embodies special 
principles of construction which are 
said to give it exceptional qualities of 
comfort and support, although it is a 
“style” shoe of unusual beauty and 
grace. It is a light-weight welt shoe, 
with arch construction of maximum 
efficiency. The special shank, which is 
made part of the insole, is permanently 
anchored at front and heel. It is 
equipped with an ingenious hidden 
metatarsal elevation, supported by 
sponge rubber under the insole. Uni- 
form back parts ‘make the fitting sim- 
ple, and the customer’s size is the 
same in all lasts. 

The shoe has been developed in close 
collaboration with the Irving Drew 
Company of Portsmouth, Ohio, where 
its production is centered. 


Name New York Agent 


New York—N. Brezner & Co., of 
Boston and Peabody, have just ap- 
pointed as their New York representa- 
tives, Beards & Landesman, Inc., 100 
Gold Street, New York City. 


Clement With Kreider Creveling 


PHILADELPHIA, Pa.—W. T. Clement, 
old time shoe salesman and well known 
to the trade in this section of the coun- 
try, has announced his connection with 
the Boston house of Kreider Creveling 
Co. He will cover Baltimore, Wash- 
ington, Virginia and the middle South 
in the presentation of the line, which is 
particularly representative of juvenile 
footwear. 


Dickerson Salesmen Out 


CoLumBus, OHIO— Traveling sales- 
men of the Walker T. Dickerson Co., 
makers of women’s welts, received their 
new samples October 15, when they 
started on their territories for the 
Spring season. There will be no sales 
conference, but the samples will be sent 
to the salesmen who have been on the 
road almost continuously. 

According to Walker T. Dickerson, 
the Spring line consists of kids in black, 
brown and blue A majority of the 
Spring styles are rather plain, although 
some unusual trimming features are 
introduced. The Dickerson plant is still 
being operated on a full schedule, with 
shipments still running heavy. 
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Every 


NEW HOTEL 


* 1200 Outside Rooms 


Theo. DeWitt Says— 


* 1200 Modern Bathrooms 
* Circulating Ice Water 
* Finest R. C. A. Radios 
* Quiet—You Can Sleep ER R 
* 4 Excellent Restaurants 
—Reasonably Priced 
* Complete Medical Unit, [ [ | | ] { ] In TOLEDO It’s 
Health-Building Service | THE NEW 
* Every Transit Facilit C. W. RAMSEY, Jr.. Manager 
Within a Few HOTEL SECOR 

Every comfort and convenience gives and Re-equipped 

you maximum sen for kit money POPULAR PRICED 

-... Fates begin at $3 a day for one— 

$1 more fer Coffee Shop 

AND 
8. & O. Buses Stop ut Door ee 
Opposite pon Station Parisian 
7th Avenue at 31st Street Cocktail Bar 
New York City 
Rates from $2.50 


Short Back Lasts Welcomed 


[CONTINUED FROM PAGE 32] 


long. Now when the shoe is the right 
size, and the heel is fitted and the shoe 
is too short in the toes, we find, nine 
times out of ten, this style shoe is not 
for this kind of a foot, as if you will 
look this kind of a foot over you will 
find two or three of the toes all the 
same length, and the style shoes of 
today will not fit tnis kind of a foot, 
so we are having two numbers of shoes 
made up for just this kind of a foot— 
made up with fuller toe, so as to give 
room in the end of the shoe for these 
toes. We have tried the shorter backs, 
and, regardless of the back, the ball of 
the foot will rest in the ball of the 
shoe, and, if it is shorter, this will not 
help this kind of a foot. 

You might say make these narrow 
toe styles of today longer in the vamp, 
that would do the work; but this kind 
of foot is always long, and if made 
any longer they do not like them. But 
we find they will buy a little fuller toe 
style in place of being so long. 


E. F. Woodward of Walk-Over Shoe 
Store, Columbus, Ohio, says: 

The article by Murray C. French, 
“Give Us Short-Back Lasts,” is one of 
the most constructive presentations I 
have ever read in your magazine. 

One has only to walk on the streets 


and see the shoes bulging at sides to 
realize that shorter-back parts are 
needed on most shoes. Nearly all shoes 
longer than size 7 and in narrow widths 
bulge at the sides. 

The presentation by Mr. French is 
typical of what we contend with every 
day, and a change in proportions of 
the larger sizes is vital to our business. 

Short-back lasts that permit shoes 
which hold and grip the back part of 
the foot will go a long way toward 
eliminating foot ills and make the sell- 
ing and fitting of shoes a pleasure for 
both customer and retailer. 


M. B. Adrian, X-Ray Shoe Fitter, 
Inc., Milwaukee, Wisconsin, says: 

Recently the writer was called in by 
a shoe jobber of Chicago to determine 
why they were having so much trouble 
in their shoe fitting. An investigation 
was made with the aid of the X-Ray 
machine and the shoes of various shoe 
manufacturers throughout the country 
were measured and inspected and also 
compared. It is surprising the varia- 
tion that was found in shoes of the 
same marking and size. There really 
was no standard dimension followed 
out. One manufacturer had his way 
of measuring a size and the other 
manufacturer had his way. Some 


shoes ran large and some small. Some 
were found to be misleading for the 
reason that they were one size and 
one-half or two sizes larger than they 
were marked. We supposed this was 
for the reason of fooling buyers inter- 
ested in wearing certain size shoes. 
Some shoes varied from heel to ball 
and others from ball to toe and did 
not at all compare with each other. 
In most cases we found that the short- 
ness was from ball to toe, and the shoes 
ran exceptionally long from heel to 
ball. Some were called exclusive arch 
support shoes and they just had a com- 
mon % shank. Some were called arch 
support shoes and had no support of 
any kind. 

We are proud to say that a few of 
the shoe manufacturers today are work- 
ing with last makers and are using the 
X-Ray to assist them in making a shoe 
that does in every respect conform with 
the dimensions of the human foot. 

We are very much pleased to note 
that the Boor AND SHOE RECORDER has 
taken up this fight in order to get the 
shoe manufacturer to realize that shoe 
manufacturing does not alone mean 
just wrapping leather around a piece 
of wood and then going out to sell it, 
but that time and effort must be de- 
voted in trying to develop a better last 
so that the shoe man is in a position 
where we can purchase shoes to fit the 
feet as Mr. French suggests. 


Bowling Shoes 


BOWLING SHOES 


Oxfords— 
5¢ less 
Combination Sole 
Right Foot 
Rubber Sole 
Bubber Heel 
Foot 


Men's and Women's 
Slippers 


Pia. 


The nationally known traveling slipper 
NOW AVAILABLE 

in Celanese Moire—in Black, Maroon, 

Derk Blue, Powder Blue, Forest Green 


and Scarlet. They will increase your 
sales. Order a run of sizes. Price— 


with envelope case........ $1.50 pr. 
SWAN SHOE CO., Inc. 
lanufacturers 


2201 Aisquith St., Baltimore, Maryland 


Q EVANS’ SLIPPERS 
a 
A 


Hand turned — Cement 
Padded Sole 
For Men, Women, Children 
77 Styles in Stock 
Send for Catalog 
No. 1435R 
Tan Kid. 
Turned. 


Hand 
5-13. C. D.-EE. 
$2.40 


» > 


L. B. EVANS’ SON CO. 
Wakefield, Mass. 


Well Designed Seattle Store 
[CONTINUED FROM PAGE 26] 


the focal point of two major customer 
arteries, the Women’s Shoe Salon and 
Clinic is situated in a strategic posi- 
tion to attract maximum attention from 
shoppers. Designed in the popular 
modern art motif, you might compare 
the artistic “store front” to an outside 
view of a World’s Fair exhibit. It’s 
that distinctive. 
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Make Them Look at Your Shoes 


[CONTINUED FROM PAGE 25] 


season, and it’s a good time to feature 
hicuts, boots, heavy moccasin types of 
hunting shoes and outdoor hiking shoes 
of all sorts. This is particularly true 
if you are in a community or locality 
where hunting is an important recrea- 
tion. 

There are three red letter days in 
November, all of which may suggest 
ideas for window trims that are novel 
and interesting. The first is Election 
Day, which has no particular shoe sig- 
nificance but suggests various ideas, as 
for example the one we saw cleverly 
worked out last year in which a row 
of orthopedic types of shoes was promi- 
nently displayed on a platform with the 
caption “Candidates for Foot Com- 
fort.” 

Armistice Day, which is being recog- 
nized in more states each year as a 
legal holiday, suggests the possibility 
of a patriotic display. For this purpose 
some mementos of the World War, 
trench boots, steel helmets and other 
articles of equipment could be used to 


. advantage, as such relics almost in- 


variably prove of interest to large 
numbers of people and will keep a 
group of interested persons around 
your window at all times. Here again 
there is no direct sales tie-up, but that 
which adds interest to your window dis- 
plays and makes them stand out from 
others is indirectly building sales for 
your store. People like to buy at stores 
which have the reputation of being en- 
terprising and endowed with original 
ideas. 

And then, of course, there’s Thanks- 
giving, first of the principal Winter 
holidays, which has a real significance 
in the merchandising of all sorts of 
apparel, including footwear. For 
Thanksgiving the boys and girls come 


home from school and college, and nine 
times out of ten they need new shoes. 
Thanksgiving, and the Thanksgiving 
vacation pericd, are marked by a round 
of gay social events that call for formal 
apparel and footwear. Thus the 
Thanksgiving holiday period furnishes 
an ideal occasion for the first big push 
on formal evening slippers for women 
and dress shoes for men. You can 
plan one or several beautiful windows, 
with a real selling idea to make them 
profitable, around the gayety and for- 
mality of the Thanksgiving holidays. 
The RECORDER will devote a special ar- 
ticle to evening footwear windows and 
store displays in an early issue. 

November is a good month, also, to 
stress the health argument in shoe ads 
and window displays. It’s the month 
that, in northern latitudes at least, sees 
the first demand for shelter shoes. It’s 
the psychological time to sell your pub- 
lie the thought that an extra pair of 
shoes, reserved for a change when 
stormy weather catches one unawares, 
affords splendid health insurance dur- 
ing the Winter months, as does also a 
special pair of stout service shoes, to be 
worn on stormy days. Colds, grippe and 
pneumonia yearly exact a terrible toll 
in lives, health and the economic loss 
which results from illness. Much of 
this waste and suffering can be 
avoided by having proper shoes, that 
will keep feet dry and warm. 

With retail sales showing a delayed 
seasonal upward trend, November is a 
month when every shoe store, every- 
where, should make the best possible 
use of all of the selling tools at its com- 
mand in an intensive effort to increase 
its sales and profits and thereby make 
the best possible showing before the 
close of the year. 


The interior is a new departure from 
the orthodox women’s shoe store. At- 
tractively styled in furnishings of mod- 
ern art vintage, leaning more to re- 
finement and a feminine touch, the floor 
plan suggests many points of interest. 

A soft glow is cast by six standing 
lamps and indirect lighting replaces 
the usual hanging fixtures. There are 
also numerous frosted glass panels 
with diffused illumination. Customer 
and guest chairs are of white leather, 
while other furnishings carry out the 
modern art theme in the interior deco- 
ration. 

With the exception of a few “hot 
spot” specials, shoes are kept under- 
cover and although displays are 
changed regularly during the week. 
At no time are quantities of shoes on 
display. The management points out 
that exploiting of a few “sales lead- 
ers” is sounder merchandising than 
stocking of store fronts, counters and 
the sales floor with a medley of items. 
There are no signs, price tags or ad- 
vertising to mar the beauty of the 
salon. Full length mirrors are an ex- 


ample of the many customer conveni- 
ences installed. 

Orders are filled from shoe stocks 
built behind the paneled walls. These 
are arranged similar to the usual “open 
stock” display. Confusion in locating 
size numbers and the humdrum of con- 
versation among the sales force is lost 
to patrons under the “hidden stock” 
plan. 

Packaging and receipting of bills is 
dispatched at the cashier’s desk, a small 
oval aperture in the wall adjoining the 
shoe clinic. Charges make the round 
trip to the credit desk on the upper 
level in the average time of nine sec- 
onds via the pneumatic tube system. 

An efficient shoe repair unit com- 
pletes the cycle of women’s shoe service 
at the F. & N. salon. It is located ad- 
jacent to the sales floor, but is designed 
and operated as a separate, but inte- 
gral unit of the shoe department. The 
mechanical end of the shoe clinic is 
handled behind “closed doors.” The 


well-appointed waiting rooms are lo- 
cated up front with entrance on the 
main traffic lane. 
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$2.35 
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Rubber Heel 
BROOKS SHOE MFG. CO. gi 
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RECORDER 


for YOUR CHRISTMAS ADVERTISING and DISPLAYS 


Powerful posters in Christmas green and red. Size 
14x18 inches. Very effective for window displays 
and store decorations. Heavy, Durable Paper 


10 for $2.25 50 for $6.00 
25 " 3.50 100 " 10.00 


2. SHOW CARDS 


These display cards are printed on ten ply card- 
board—Size 9x13 inches. Fine for windows, coun- 
ters, ledges and so on. 

6 for $1.50 25 for $4.50 

15 " 2.00 50 " 7.50 


| colors as poster, Size 2!/.x13/, inches. Printed 


on gummed stock. For packages, etc. 
AND IMPRINTED WITH YOUR NAME AND ADDRESS. 


ORDER TODAY! $10 per |,000—Additional $5.00 per 1,000 


BOOT AND SHOE RECORDER 
239 West 39th Street, New York City 


4. ILLUSTRATIONSmarrices) 


Mats of the poster illustration are made in one and 
two column sizes for newspaper and direct mail 
advertising use—one color. 


SET OF MATS—TWO SIZES—70¢ SET 


. BOOK of IDEAS 


50 IDEAS for window backgrounds, store decora- 
tions, merchandise displays—salespeople's contests 
—Christmas letters, folders, post cards—customer 
contests—ideas to interest children—Show card 
wordings and copy starts—hosiery club idea— 
traveling display idea—etc., etc.—A great collec- 
tion of useful ideas. 


50 IDEAS FOR CHRISTMAS 
ADVERTISING AND DISPLAY $1. 00 


Enclosed is our check (or money order) for 


, for which send us the 
following material post paid. (Orders without 
check will be shipped C.O.D. plus postage.) 


Santa Claus POSTERS 
Santa Claus SHOW CARDS 
Santa Claus POSTERETTES 


(with name and address below imprinted) 


Sets of MATRICES 


Copies of 50 IDEAS for 
CHRISTMAS ADVERTISING AND DISPLAY 


When writing advertisers please mention Boot and Shoe Recorder 
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A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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CLAWIFIED ann WANT 


SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 


There Are Probably Not More Than a Dozen Shoe 
Salesmen Who We Think Are Qualified to Answer This 


Advertisement 


A prominent New England manufacturer of women’s $4 retailers, firmly established with 
Big Operators, is about to place his line with retailers just under this classification. He 
has openings for four salesmen in key territories East of the Mississippi River, and South 
(except New England). Only men with established following with well rated accounts, 
accustomed to selling in case lots to a shoe, and able to finance themselves need apply. 
This advertisement offers these men ‘an exceptional opportunity to become connected 
with a manufacturer of unquestioned integrity, whose product is outstanding in its grade. 
Address D-919, care Boot & Shoe Recorder, 239 West 39th Street, New York, N. Y. — 


SALESMEN WANTED TO CARRY OFFICIAL GIRL SCOUT SHOES 


along with already established non-conflicting lines of women’s or men’s shoes. Short line of eight 
to ten styles in growing girls’ sizes. Liberal commission to right men. Must give name for reference 
of manufacturers by whom already employed. Accounts already established given as basis for building 
business. Territories open: Ohio, West Virginia, Western Pennsylvania, Southern States, 
Wisconsin and states west of Mississippi, excepting West Coast. 


MELANSON SHOE CO., LYNN, MASS. 


RUBBER footwear salesman wanted for aes 
also Indiana and Illinois territories o 

Excellent proposition for man of proven abi ity. 
Give full irformation about yourself in first 
letter. Address D-896, care & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 


SUCCESSFUL salesman for well-known, high 
grade juvenile line to make territory of 
Iowa, Neb., Kan., Mo. Man able to increase 
present volume of established accounts and open 
mew accounts. Write fully. Address D-911, 
care Boot & Shoe Recorder, 209 South State 
St., Chicago, 


Sa9= SALESMEN: Take orders for S 
Cleaner and Whitener—1935 Season—-Used 
on all white shoes and far superior to other 
—Sells in volume—Bizg Commissions 

—Let show you. THE HOUSE OF 
FAYRIN, 361 Baxter Ave., Louisville, Ky. 


SALESMEN with established territory for 
manenemaness men’s exceptional strong in- 
stock dress $4.00 and $5.00 retailers. 
Rhode _ Island, og New Jersey, New 

York States o Straight Commission. Spri ring 


line now rea State full qualifications. 
dress D-920, care Boot & S Adame 239 
West 39th Street, New York, N. Y. 


T? represent manufacturer of high-grade, 
Nationally known Girl’s Welts retailing at 
$3.50, $4.00 and $5.00. Seven per cent com- 
mission. Following states open: Iowa, Wis- 
consin, Minnesota, New York State, Missouri, 
Kansas, Nebraska, Colgredo and Utah. Address 
D-912, care Boot & Shoe — 239 West 
39th Street, New York, N. Y. 


LINE WANTED 


for a manufacturer of 2 

line of men’s shoes to retail at $2 & 
Ke to fo display sample line in a well located 
ew York Salesroom on Duane Street on com- 
mission basis. Address D-918, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 


Salesmen Wanted 


One of the largest established 
manufacturers of women’s Arch 
Type Shoes that retail at $5 is 
desirous of securing salesmen who 
are carrying other non-competing 
lines, to carry their line of IN 
STOCK Shoes in the following 
territories: (A) Missouri and 
Kansas; (B) Oklahoma and Arkan- 
sas; (C) Iowa and Minnesota; 
(D} Colorado, Nebraska and the 
Dakotas; (E) State of Texas; (F) 
New England States. Only such 
men as can furnish first class refer- 
ences need inquire. Give refer- 
ences and territory desired in first 
letter. Address D-910, care Boot 
& Shoe Recorder, 239 West 39th 
St.. New York City, N. Y. 


WANTED TO PURCHASE 


WILt bu buy close out lots of Dr. Scholls arch 
su or other makes of su Ad- 


dress O13 Boot & Shoe 239 
West 39th St., New York, N. Y. 


FOR LEASE 


OR Lease—Space for women’s shoe depart- 
ment in ready-to-wear store selling Adres 
merchandise. Excellent opportunity. 

—Smart Shop, Christi, Texas 


BUSINESS OPPORTUNITY 


LADIES’ novelty or arch support line to 
retail from $2.00 to $3 50 a Oregon = 
Washington, by ex shoe man; a 

getter not afraid wal work Have 


above states. Address 
Recorder, 239 West 39th Street, New York, 


MAN WANTED to open Independently owned 
chain stores in Michigan and other states. 
Handling Women’s Novelty Shoes at popular 
prices. $750.00 required for nearly 
of store, for full details Address 

Boot & Shoe Recorder, 239 West sath “Btsect, 
New York, N. Y. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 
The rate for all‘ displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication 


7 cents per wor 


Minimum charge 
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LINE WANTED BUSINESS OPPORTUNITY MERCHANTS’ NEEDS 
Chi irens shoes in s' or owa or . e 
Small Ref ney in F rrection— i 
Warland, 190) Riphy, Devengort, TE Bow Makers of America, Inc. 
Our graduates are building successful prac- 58 N. Fourth St., Philadelphia 
POSITION WANTED tees in, ths’ new and dleniied “protein. Present the Geraldine 
models and equipment, furnished at low cost. f : 
Easy terms. rite. 
THE TECHNOPEDIC INSTITUTE 
Capable Man Available 140 Boylston St. Boston, Mass. 
For 
and office work. as had valu- 
vice in the shoe field. Can pro- C) nsel Cloth Over ite Satin. A 
duce exceptional material for all cae 
nection with manufacturer or retai 
chain at “bread-and-butter” salary. LLy Cup 
High grade record and references. for Price Tickets 
Address D-916, 
BOOT & SHOE RECORDER, amate HOTELS 
239 West 39th Street, 
Beets, POLLINGER CO. Bidg., St. Louls, Mo. 


In New York. a hotel 
moderate in price 
convenient 


Shoe Executive Desires Position 


Five years’ experience as District Sales 
Manager with national popular women’s chain. 
Five years’ association with high-grade ladies’ 
retailer including merchandising, sales super- 
vision, general operation. Age 34. Married. 
Address D-915, care Boot & Shoe 
Recorder, 239 West 39th Street, New 
York, N. ¥. 


Ree shoe, salesman, expert fitter. Age 27. 
Ten years’ experience. Manager, buyer. 
Will consider any reasonable offer. Excellent 
references. Prefer Mid-West or South. Ad- 

dress D-914, care Boot & Shoe Recorder, 239 DARAGON 


West 39th Street, New York, N. 


CAPABLE shoe salesman with 15 years’ suc- Shoe Stretcher and 
cessful experience selling men’s, women’s 
and children’s shoes, desires position in shoe Lengthener 
or department store. A-1 Willing 
to start at small salary. Address D-917, care HE latest and last word. Will outwear an a aaanaiie Gainaian 
-time. erate in price...an ideal place to 
stay in New York. Single from $1.50. 
WANTED TO PURCHASE Double from $2.50. Weekly rates. 
LAING HARRAR & CHAMBERLIN, Inc. w Convenient...in the center of the 
CASH FOR BRANDED SHOES Sole Agents , ? shopping district, one block from Fifth 
RETAIL OR FACTORY STOCKS 43 North Third Street—Philadelphia, Pa. Avenue and Penn. Station. 
References: I. Miller. Nunn-Bush, Geller, Beck, @ Good food...you’ll enjoy our meals 
Saks—5th Avenue, Melville, Boston prepared by women cooks...only fresh 
BARIS SHOE COMPANY, ion vegetables used...home baked pastry. 
“Telephone: WORTH 2.5180, New Laboratory We will ladly send you on request 
SAN PEDRO, CaL.—The V. Trani Com-| desertptive 
WE BUY pany, operating a shoe store for men| * beautiful map of New York City. 
Entire or Surplus Wholesale and Retail at 214 West Sixth Street and which We, 
Stocks. Also Branded Shoes such as recently opened a modern shoe repair 
Arch an = shop at 282 West Sixth Street, has in- Hotel 
tonlans, VIN stalled a new laboratory of foot cor- 
a eee a tee rection at the latter location with Nicoli Herald Square 
88 Reade St. Cor. Church Trani in charge. The laboratory is| 116 WEST 84th STREET - (Opposite Macy's) 
Phone Barclay 1-1887 New York City thoroughly equipped with the latest NEW YORK 
furniture and apparati as is the shoe 
CASH PAID repair shop in general. 
Shoes, Goods or Clothing . 
No Quantity Too Large or Too Smalt Laskey Opens Richmond Shop 
MAX KALTER & INC. Slack T Oxford 
Canal 6-4 RicHMonp, Inp.—Harry Laskey of ype 
501 BROADWAY NEW YORK CITY Marion, Ind., opened “Laskey’s Wayne f 
County Shoe Fitters,” here at 812 Main 
F S | S ks street. The formal opening was Oct. 
Buyers of Surplus Stoc 20. Earl Bills, who had a shoe store 
on the site for some time, but who 
QUANTITY NO OBJECT closed out his business, will be man- 
ager of the new store, with Sidney cent 
KIRSCH - BLACHER CO., Inc. 
06 now You | | st Brion, as Th |i iw hel lof 
Phone Worth 2-5877 and 5378 7 popular leathers, has attained a wide popularity 
shoes in sports and dress styles, this season among school and college girls. 
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Our Advertisers 
In This Issue 


Next Week 


EW styles contribute a stimulus that 

moves merchandise from merchant to 
consumer. Sensing the need of something 
new to quicken the pace of selling, manufac- 
turers and designers of men's shoes are busy 
with ideas for the coming Spring and Sum- 
mer. New colors, new leathers, innovations 
in patterns and details, all promise to give 
zest and speed to shoes for Spring. Next 
week we forecast the direction of some of 
these interesting style developments in men’s 
shoes, so that early buyers may be informed 
on what the new season has in store. 

With the Christmas selling season just 
around the corner, we also bring the mer- 
chant a fresh batch of sales ideas, with 
special reference to retail advertising for the 
weeks between now and holiday time. ‘New 
trends in retailing are surveyed next week on 
the basis of the government's latest statistics 
and in addition to other features, there's an 
interesting women's fashion story to round 
out a balanced issue. 
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QUAKER CITY 


presents 


MARINE BLUE 


No. 39 ee REO 


NOW-—there’s Quaker City 
Marine Blue—a shade so 
rich and true that manu- 


YOU'VE facturers are already YO u'V E 


quoting it as a color 
USED standard. The USED 
leather has all 
QUAKER the firmness and QUAKER 
durability 
CITY you’ve learn- CITY 
ed to expect 
BROWNS from BLACKS 
Quaker 
City 


QUAKER CITY DIVISION 
| ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 


Vol. 106, No. 10. 
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$75,000,000 YOUR 
WHITE SHOE 
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WHITES” 
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ANNUAL BUSINESS 


your sales and stock figures by seasons. It will pay you 
to learn the high percentage of white kid in your total business on 


women’s shoes. 


It will pay you to learn the actually high percentage of dollars of profit 


that white kid brought you. Analyze your sales figures to that end. 


White LEVOR washable kid has built the 
major part of this vast volume in con- 

. sistently increasing proportions. Keep 
this fact well in mind! The soundest ad- 

‘ vice your banker, your accountant, or 
sources of supply can give you is to 
continue strongly on the best selling item 
in retail shoe merchandising—white 
LEVOR washable kid. 


IT'S TIME TO BEGIN YOUR ADVANCE BUYING! 


G. LEVOR & CO., INC. 


Tanners over 58 Years 
GLOVERSVILLE NEW YORK 
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THE ZERO HOUR 
is at the point-of-sale 


The zero hour for shoes comes at the point | chance of victory. More than 300 shoe 
of sale. Here, under the fire of critical con- | manufacturers are now paying extra for 
sumer examination, each pair of shoes | the B. B. System to help you at this crucial 
either wins a sale, or retreats to your | moment. Make sure that you stand an 


shelves—at a loss of time, money and good- equal chance with your competitors by 
will. Shoes finished by the B. B. System | selling shoes finished by the B. B. System. 
have that natural lustre and feel andcom- | .. . . Boston Blacking & Chemical Co., 
pelling eye-appeal which increase your | Cambridge, Massachusetts. 


THE B. B. SYSTEM 


OF FINISHING UPPER LEATHERS IN SHOE FACTORIES __-d 


When writing advertisers please mention Boot and Shoe Recorder 
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Mr. Dealer: 


You have been waiting for some different ‘yet 
practical invention in the shoe industry that 
would produce shoes giving comfort and ef- 
ficient performance the same as the new auto- 
mobiles with their knee action wheels, air 
flow lines and no draft ventilation. 


But, what good would all these modern im- 
provements be in a modern car IF that car has 
a flat tire that could not be fixed? Likewise, 
what good are shoes if they continue to let 
feet roll inward and down causing over 70% 
of our people to have foot trouble? 


What is needed in the shoe business is some- 
thing practical to hold up weak feet and stop 
the cause of foot trouble. Many of the arch 
type shoes today are just selling ideas, not 
practical methods of relief because the men 
who design and build them do not know 
proper foot function. Health Spot Shoes 
meet the present need with simple scientific, 


practical construction that really straightens 
up weak feet because it is based on normal 
foot functign. 


Because we have started at the bottom of the 
problem and developed completely new last 
and shoe construction for Health Spot Shoes, 
an entirely new and different plan of mer- 
chandising is possible. Write for a copy of 
“The Way to Foot Health,” “Foot Manipula- 
tion” (for doctors’ use) and a copy of “Health 
Spot News” which will give our complete mer- 
chandising plan never before presented. 


Health Spot Shoe Agencies are going fast. If 
you want something that will bring profit 
back to your business, we will have our repre- 
sentative call on you with the complete Health 
Spot story. Remember that flat tires and flat 
shoes work about the same way. This is your 
opportunity to get away from shoes that “go 
flat” on your customers. 


Attention: Canadian Dealers. 


London, Ontario, Canada. 


- Men’s and women’s Health Spot Shoes are now being manufactured by the Murray Shoe Co., Ltd., of 


Lake St., Fort Worth, Texas. 


Health Spot Boots can also be obtained now from the manufacturers, H. J. Justin & Sons, Inc., 320 South 


MUSEBECK SHOE COMP 


Danville 


Illinois 


When writing advertisers please mention Boot and Shoe Recorder 
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y BvENING POST 


THE SATURDA 


sixty THOUSAND ME 
ers 
styles a 
incl s Red 
— inc! 
been ng 
i jal, con- 
in material, 
maintai 
complete illus 
eR STREET, mISHAWAKA, 
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Sixty thousand BALL-BAND merchants will profit by the quick sales, 
repeat orders and customer good-will stimulated by these strong, attention- 
compelling, full-page advertisements in the Saturday Evening Post, Collier’s 
and the Literary Digest. This is only a part of Ball-Band’s national cam- 
paign that is advertising the Red Ball trade-mark to more than forty-five 


Mishawaka Rubber & Woolen Mfg. Co. 


When writing advertisers please mention Boot and Shoe Recorder 
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Oday the Ball 
time in B ts more i 
all-Band history, with complete than at any other 
new line of light appealing to New features 4 


men and women j 
The: ear with its men is th, 
every step Costs les the Red 
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i third of Sturdily built Balk Let him show : 
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million readers. You can still arrange to profit by this advertising—to cash 
in on Ball-Band prestige built up through more than a third of a century of 
leadership in sound design, fine craftsmanship and honest value—more in 
demand today than ever. Write for the facts and our fine new catalog 
just off the press. 


280 Water Street, Mishawaka, Indiana 


When writing advertisers please mention Boot and Shoe Recorder 
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How To INCREASE YOUR BUSINESS 


There are only two ways to increase the average retail 


business—you must either increase the number of your sales or the . 


size of them. Usually it’s easier to do the latter—for store traffic is 


difficult to swell. Today every retailer should put more emphasis 


on his quality lines—should at least give his customers a chance to 


buy them—for the trend to quality is strong—and getting stronger. 


The Florsheim Representatives are on the road with their showing 


of Spring and Summer Styles. One of them will be glad to call upon 


you without obligation. Just advise us when it will be convenient. 


In Stock 


Tue Leann; S-504 in black 
calf; S-505 in brown 


TO RETAIL AT 


$075 


Most 
Styles 


FLORSHEIM 


THE FLORSHEIM SHOE COMPANY e Manufacturers e CHICAGO 
When writing advertisers please mention Boot and Shoe Recorder 
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